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Real Style Developed by Shoe Merchants 


of America ! 


HE greatest factor in the development of true 

style in footwear is the retail shoe merchant— 

due credit being given toshoe manufacturer and 
to leather maker. The contribution of the shoe 
manufacturer and the leather man is that of incidental 
risk, but the merchant with his store always bears 
the ultimate risk. To the merchant each style is a 
profit or loss possibility in the court of final test— 
the fitting stool. 

What is revealed in the eight page style section in 
this issue? True style from the stores of enterprising 
shoe merchants in all sections of the United States. 
This, and more, that there is greater variety in 
patterns, lasts and leathers than would appear if 
study was made of national style by any other me- 
dium. The shoe salesman on the road and factory 
tag room could not gather as comprehensive a style 
showing as presented herewith. 

This is our first treatment of styles from the retail 
shoe stores of the country—it is a unique interpreta- 
tion of the very elusive topic “Fashion in Footwear.”’ 
It is a significant revealment of good taste plus 
originality and distinction. 

It proves that the trade is alert to the “extra 
sales’ that make profits befitting the name “mer- 
chant.” 

This showing of styles proves also that there is no 
sectionalism in style—that no one part of the United 
States has a demand for footwear distinctly different 
from some other part; that style is selected for a 
people with national tastes. This is another proof 


of Americanization by style in attire as well as. by 
social and educational features. 





But this eight page section of styles proves one 
big thing above all else—that style in high priced 
materials cannot be freakish in last or pattern and 
cannot be an offense to good taste by a muddling of 
colors, leather or materials. 

Therefore, we can strike a new principle—that the 
better the merchandise in price the better the taste in its 
design and fashion. : 

The splurge five years ago on freak styles was 
possible because materials were comparatively cheap 
and when merchandise is cheap the taste of merchant 
and public is cheap. We do not believe that ever 
again women will wear braid ornamented, brass 
buttoned, boots of colored cloth and calf—all in the 
same shoe or three colors on a pump plus a huge 
buckle without an iota of harmony. 

For one reason—price; for another reason—the 
superior good sense of the shoe merchant who sees 
with his own eyes in the ““Recorder’’ and in the show- 
ings of his brother merchants the real and. progressive 
place that style now holds in the fashions of footwear. 
This, then, is the great safeguard to the American 
public in its footwear values and. satisfactions in the 
fashion. The price is worthy of the accomplishment 
achieved. 





Shells or Shoes? 


HERE was much discussion. during the war of 
“essential’’ and “‘non-essential” industries, with-. 

out arriving at any decided classification, er ..definite, 
limitations. No industry voluntarily, agreed to being 
called wholly non-essential; the most that could..be 
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agreed upon was that some industries might be less 
imperatively essential than others, which were given 
a prior claim on materials and transportation. And 
degrees of comparison there certainly are, of consid- 
erable scope. 

All manufacturing “employs labor;”’ but that is 
not the whole of the story. A field gun, a grand 
piano, an automobile, a shoe-stitching machine and 
a grain-binder each requires a certain amount of 
‘labor and material in the making; but there is 
a graduation in economic usefulness. The field 
gun has no such usefulness whatever, as it can 
only destroy; the piano has no material useful- 
‘ness, although it has an esthetic value, in any 
‘generous scale. of. living; the automobile has a .con- 
siderable economic usefulness, besides its aspects as 
a means of pleasure or luxury; and the shoemaking 
machine and the grain-binder are altogether economic 
in their operation; they can do nothing else but add 
to the supply of our necessities, of clothing and food. 
They rank a full hundred per cent economic, the 
others grade down to the zero of the field gun. 

The world has been too busy with the making of 
field guns; it is in consequence woefully short of 
grain-binders; and the shortage of these needed 
machines has made worse the shortage of food. 
The making of guns has been stopped—unless some 
of our exceedingly belated contracts for artillery 
are still dragging through; but the favoring of pro- 
duction of essentials has not been proceeded with, 
nor has any worth-while effort been made to tax 
consumption of non-essentials. 

Who have been the really extravagant spenders 
these four years? The munition-makers and other 
war-workers. What have been their chief purchases? 
Jewelry, furs, flivvers and phonographs. Why not 
have levied adequate taxes on these indulgences, 
rather than taxing such necessities as shoes and 
clothing? Nobody knows what was in the minds of 
the lawmakers; but the fact remains that they 
missed. an opportunity to achieve a double good, by 
failing to levy an adequate tax, to dip into this 
swift-flowing current of “easy money” a little deeper. 

It is strange but true, that shoes, the biggest 
and best bargain the public of this country ever 
get in all their buying, always get the worst of 
it, in any movement of economizing. People 
pinch, most unreasonably, on their shoe buying, 
while paying cheerfully high prices for less 
vitally essential articles of wear. And this 
government tax is simply an added incitement 
to wrong-end-up economizing. 

Shoes deserve a place of honor at the very opposite 
end of the line from guns and shells, in an alignment 
of values from the economic standpoint of value. 
It was well to stop the making of the shells; but why 
hamper or tax the output of shoes? 
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What Is “Buying Conservatively’’ 

UY styles that will fit in with what is on the 

shelves; buy sizes that will fill out the whole 
size volume according to last year’s selling records. 

It should always be borne in mind that in women’s 
shoes fifty per cent of the total selling is on 5’s, 5 “a's 
and 6’s. 

“Buying conservatively” does not mean buying 
only staples. In fact what are usually termed 
“staples,” especially in women’s shoes, represent the 
small end of the business. Women are demanding 
pretty shoes. Not shoes decorated with birds ahd 
flowers or even fancy stitching; not freak patterns 
and freak lasts, but pretty shoes, tasty and dainty, 
Good quality of leather and’ well made. 

The range of selections can easily be confined to a 
very limited variety of patterns if sufficient sizes are 
bought on each so customers can be properly fitted. 

It is reasonably safe to predict that the present 
demand for black will be reflected in next season’s 
demands and that novelties will include popular 
colors. 

It is therefore considered good judgment by many 
of the largest buyers to anticipate up to your known 
averages on orders in early buying and to fill in the 
remainder as the season develops. 

This plan will keep factories busy but not over- 
crowded throughout the season; insure a good quality 
of workmanship, keep prices stabilized and labor 
satisfied. 


Until Supply Catches Up 
RITING of affairs in Belgium, Will Irwin tells 
of noticing a well-dressed woman at church, 
with knitted bedroom slippers on her feet,’in the 
dead of winter. Looking about, he discovered another 
pair, and four pairs of carpet slippers, on well-dressed 
people. 

The simple fact is that in many European districts 
the goods are not obtainable; there is simply no 
leather to be had, at any price, for any purpose, and 
few articles into which leather enters. This condi- ° 
tion will tend to right itself, of course, as industry 
and commerce gradually revive. And the reviving 
of industry, rather than disputes about boundary 
lines and other geographical figments, is what should 
engage the chief attention of the world’s leaders to- 
day. What people need most is security, confidence 
and courage to start again with their regular work 
and their accustomed enterprises. War is not a 
substitute for work; rather, a poison gas that hinders 
work. 

Until supply catches up with such demand for 
staple and essential commodities, no great recession 
in: prices will be possible. And the supply has yet 





a long way to go, in order to be within even hailing 
distance of the demand. 


























BING BROS 





EVERYBODY’S DOING IT! 
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NEW YORK MERCHANTS PROTEST LUXURY TAX 
Term it Unfair, Impractical and not a Potential 
Revenue Producer 
New York—At the regular monthly meeting held the third 
Tuesday of each month, the Retail Shoe Merchants of New 
York, on April 15, at the Bush International Buyers’ Club, 
drafted resolutions protesting against the enforcement of the 
Luxury Tax and branding that vehicle of taxation as being 
unsafe, unfair and illogical. Transmission of the resolution 
will be made to Senators and Representatives and a cam- 
paign made for the early repeal of the law taxing shoes, 

hosiery and buckles. 


BOOT AND SHOE TRADES’ CLUB 
Entertains Rear Admiral Spencer S. Wood at Noon-day 
Luncheon, April 16 
At the Wednesday luncheon of the Boot and Shoe Trades’ 
Club, the guest of honor was Rear Admiral Spencer S. Wood, 
who brought with him the following members of his staff: 





~ 


Advertising Will Combat 
Radicalism 


**Advertising — industrial education — will 
combat radicalism and direct the public mind 
to sound theories. The function of advertising 
is more than the mere selling of shoes, more 
than a phase of commercial enterprise. Unrest 
must be explained away by advertising and the 
big corporations must be made to realize that 
through advertising they should take the pub- 
lic into their confidence regarding their activi- 
ties.""°—-From the talk of Felix Orman, New 
York Advertising Man, one of the speakers at 
the Reconstruction Program of the Advertising 
Affiliation Convention, held recently in Buf- 
falo, N. Y. 








x 





Captain J. J. Hyland, U. S. N.; Commander J. S. Higgins, 
(P. C.) U. S. N., and Ensign N. T. McDonald, U. S. N. R. F. 
Other honored guests were Commander John N. Jordan, 
U. S. N.; Speaker of the Massachusetts House E. Warner, 
several members of the State Legislature and John K. Allen 
of the New England Liberty Loan Committee. At the head 
table with the guests of honor were President Terhune, 
Harry I. Thayer and W. H. L. Odell. 

Mr. Allen addressed the members for five or six minutes 
regarding the plans for the Fifth Victory Liberty Loan Cam- 
paign. 

In introducing Rear Admiral Spencer S. Wood, President 


Terhune said, “It is a great privilege to have with us today 
one of the most distinguished representatives of our great 
American Navy, Rear Admiral Spencer S. Wood, U. S. N., 
who for the past 14 months has been in command of the First 
Naval District, which includes not only the Boston Naval 
Station but the Portsmouth, N. H., Station and the Coast of 
Maine, and which on March 15 was extended so as to include 
the Newport Naval Station. 

“Admiral Wood has therefore been charged with most 
important responsibilities in connection with the prosecution 
of the war, and I hardly need say to him that he has dis- 
charged these duties with great credit to himself and to his. 
department, and has, moreover, earned the universal esteem 
and respect of every New Englander.” 

**Our Efficient Navy Must be Maintained”’ 

Admiral Spencer S. Wood’s talk on the United States Navy 
and its work during the war was most interesting, showing 
as it did the prime necessity of every business man using 
every atom of his influence in encouraging the maintenance 
of an efficient Navy. 

“The Navy proved its value and its place in world affairs 
during the great war. If it had not been for the American 
Navy and its remarkable efficiency we could not have sent 
our men overseas. The protective features of the Navy 
were exemplified in the good work of our Coast Patrol which 
undoubtedly discouraged German submarine attacks on our 
own shores. If, at the time of the Spanish War, we had had a 
real Navy, in all probability there would have been no war, 
no such frightful loss of life, or of treasure.” 


SOUTH AFRICAN HIDE AND SKIN PRICES 
Prevailing Toward End of December, 1918 

Washington, D. C., April 17—According to a report re- 
ceived here from the American Consul at Port Elizabeth, 
South Africa, the following were the prevailing prices for 
hides and skins toward the end of December, 1918: 

Hides, lb., 12 to 27c; capeskins, each, 85c to $1.34; Angora 
skins, lb., 6 to 17c; goatskins, lb., 20 to 39c; pelts, lb., 6 to 
20c; sheepskins, lb., 20 to 25c. 


REGARDING WORLD’S OCEAN SHIPPING 
Situation Is Encouraging 

Washington, D. C., April 17—The latest official statement. 
on the world’s ocean shipping situation is very reassuring and 
clearly indicates that before the present year is far advanced 
the world’s merchant fleet may be as large as prior to the war. 
This will not mean an abundant supply of tonnage for all 
needs, because a number of ships still will be required for 
military purposes, and a larger proportion .of the world’s 
shortage of foodstuffs will be moved longer distances, owing 
to the shortage in Eastern Europe. However, the general 
position will be greatly improved and is expected to grow 
better. 
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SALES OF ARMY LEATHER 
The Sooner Government Acts the Better 

Washington, D. C., April 17—Officials of the Quarter- 
master’s Department of the Army feel that the leather trade 
should be glad to have the sales of Army leather take place as 
soon as possible so that the leather held by the Government, 
the quantity of which is unknown, will be out of the way and 
the market will be clear. It is felt here that the sooner that 
the Government gets rids of the leather which it has on hand, 
the better it will be for the trade in general, because Tanners’ 
certainly have in their minds the fact that the Government 
has in its possession a considerable quantity of different kinds 
of leather. Jt is not believed here that the Government sales 
will affect the market to any appreciable extent. 


MEMBERS OF INDUSTRIAL BOARD. HAVE LEFT 
WASHINGTON 

Cablegram of President Awaited 
Washington, D. C., April 15—Members of the Industrial 
Board of the Department of Commerce who do not reside in 
Washington have left here for their respective homes pending 
some definite decision as to whether or not the Board will 
continue its activities. This will not be decided until a cable- 
gram has been received from-the President. It is possible 
that even then the Board will take no action until the Presi- 
dent returns to Washington and has an opportunity to discuss 
the whole situation with Government officials. In the mean- 
time all of the activities of the Board have ceased. 


DENMARK HIDE AND SKIN SHIPMENTS 
Restrictions Removed on Indian Hides 
Washington, D. C., April 17—Word has been received here 
that the shipment of hides and skins from Denmark is now 
being allowed freely. Official word has also been received 
here that the restriction on the export of hides from India 
has been removed by the British Government. 





War Department Awards 

Washington, D. C., April 15.—The War Department has 
announced the following awards: The Geo. H. Snow Com- 
pany will furnish 2,511 pairs of russet shoes at $17,702.55; 
Rossenwasser Bros., Inc., will furnish 3,582 pairs of russet 
shoes at $18,805.50; Joseph M. Herman Shoe Company will 
furnish 10,000 pairs of russet shoes at $50,000; the New York 
Last Company will furnish 4,053 pairs of lasts at $7,092.75. 


Everit B. Terhune Talks Before Salem Chamber of 
Commerce 

Everit B. Terhune, treasurer and general manager of the 
“‘Boot and Shoe Recorder,” spoke to the Salem Chamber of 
Commerce, Thursday evening, telling of the experiences of 
the ‘“‘Recorder’’ shoe and leather trade expedition in Europe, 
and of his impressions of business conditions on the conti- 
nent during the period of readjustment. 


Claims to Be in Before May 15 


Washington, April 15.—In spite of the fact that War De- 
partment officials are urging contractors to get their claims 
in at the earliest possible moment, certainly before May 15, 
it is understood that few actual cash payments have been 
made by the Government. The exact cause of the delay in 
the cash payments is not known but it is understood that 
some officials in the office of the Secretary of War are still 
taking the view that the department has not even yet suffi- 
cient authorization from Congress for the payment of many 
of these contracts. It is said that certain Government offi- 
cials are urging the immediate payment of the claims so that 
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the industrial interests of the country will have more money 
with which to purchase the forthcoming Victory Loan. 





General Edwards Particular About 


Soldiers’ Footwear 

Interesting in the extreme is the story of a Y. D. doughboy 
just home after months of terrific fighting in France, as to the 
reason General Clarence R. Edwards is so idolized by his 
soldiers. He says: ‘General Edwards showed a genuine 
interest in every one of his soldier boys. 

“Clearly do I remember meeting him on the road one day. 
My caisson was held up because two of my mules had been 
killed by an exploding shrapnel shell. While I waited by 
the side of the road he came along in a motorcycle and 
jumped out and questioned me. He asked me about my 
food and I told him it was all right. 

““He asked me about my shoes and I told him ‘O.K.’ Not 
content to let it go at that he lifted up both of my feet, one 
at a time and carefully inspected my shoes. In discussing 
the incident with other men I learned that he was very 
particular about the shoes of the men in his division.” 


“The Building of a Shoe’’ 
Fred Hammond Nichols of Thos. P. Nichols & Son Co., 
Lynn, Mass., publish a very comprehensive book entitled 
“The Building of a Shoe.” This is a series of practical 
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Merger of the West Virginia and 
the Ohio Retail Shoe Dealers’ 


Association 


The West Virginia Retail Shoe Dealers’ Asso- 
ciation and the Ohio Retail Shoe Dealers’ 
Association formed a merger on April 15 under 
the name of the Ohio Valley Retail Shoe Deal- 
ers’ Association. The officers of the Ohio 
Association will continue in office. 

The present officers of the West Virginia 
Retail Shoe Dealers’ Association were elected 
to the following offices in the new merger: 
President Seaton Alexander, Wheeling, ap- 
pointed third vice-president; Secretary Harry 
Biddle, Parkersburg, assistant secretary; H. H. 
Henry and John D. Price, Charleston, added to 
directors. These men, with C. K. Chisholm, 
H. C. McLaughlin, A. F. Sloane, Henry Hage- 
mann, John J. Baird and Thos. J. Seibert, were 
at the meeting. 


x x 


chapters prepared by well-known authorities in the several 
departments of shoe manufacturing and selling. The titles 
of the chapters are as follows: 

“The Evolution of Footwear,” ‘““Last Making,” ‘Pattern 
Making,” ‘Sole Leather,” “Upper Leather,” ‘Findings- 
Linings,”’ ‘‘Findings-Metallic,” “Inks, Stains, Waxes, Etc.,”’ 
“The Tag and Its Uses,” ‘“‘The Office,” ‘‘Through the Shoe 
Factory,” ‘Shoe Machinery,” “Packing,” ‘Shipping,” 
“Selling the Shoe,” “Shoe Samples,” “Shoe Advertising,” 
“Shoe Trade Journals,” ‘“‘Merchandising the Shoe,” “‘Ex- 
porting the Shoe,” “The Retailer,” ‘The Wearer,” 











*“‘Women’s Fine Shoes,” ‘Shoes for Men,”’ ““Babies’ Shoes,” 
“The Comfort Shoe,’’ “Rubber Shoemaking,”’ “Factory 
Sanitation,” “Recreation of Operatives,” and “Finding the 
Cost.” 








38 BOOT AND SHOE RECORDER 


More 
Style 
Than 
Ever 
In 
New York 
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Pre-Easter 
Crowds 
Make 
Record 
Shoe 
Purchases 


Style Leads in New York Apparel 


A Change in Skirt Lengths and Slashes Emphasizes Footwear---Whites Appear 
and Will Be Strong Summer Feature 


to the length of the skirt between the Paris and the 

American couteriers. In Paris and London they are 
wearing short skirts and frequently high boots, while the 
fashionable woman this side of the water is favoring the long 
narrow skirt and low shoe. 

The people who study styles are of the opinion that the 
long narrow skirt will continue to find favor during the Sum- 
mer months but there is a strong possibility that a somewhat 
shorter skirt made slightly wider than the one now in vogue 
will be shown for early Fall. The women since the war have 
become much more practical and among the ideas introduced 
during the period, was the long business stride instead of the 
short mincing step of the dainty social butterfly. Itis very 
difficult, therefore, for them to come back to the short step 
which is necessary when wearing the new dresses with the 
tight skirts. “ 


6 hearse is a great difference of opinion with reference 


Slashed Skirts Show Shoes 

In fact, there has been so much objection to these very 
tight skirts that many women have insisted upon their being 
slashed and dressmakers have been besieged by their cus- 
tomers to kindly alter the width and the probabilities for the 
wider skirt coming into favor are very strong. 

At the present time, however, there is no question about 
the popularity of the low shoe, which may be either an oxford 
or a pump. For morning wear the oxford is particularly 
desirable and is frequently made on a comfortable last with a 
Cuban or low flat heel. However, many satin and suede 
oxfords are also seen with afternoon gowns and are well liked 
by women who give much attention to the selection of their 
shoes. 


The Pump in Great Demand 
The pump has also many advocates and while it is oftep 
seen in the morning, it is considered more desirable for after- 
noon wear, and pumps developed in black vici kid, patent 
leather, brown and tan are very much in evidence. A few 
gray suede and gray kid pumps are also noted with dresses of 


matching color. Many of the pumps are finished off with a 
novelty buckle in steel, bronze, silver or gold. 

There is a strong inclination in favor of sport clothes for 
this season and many new sport garments have been ordered 
recently. For golf or hiking, skirts or suits of plaids, checks or 
bright colored tricolettes or jersey cloth are being made up. 
With these skirts or sport suits the shoes are usually of tan 
leather, either oxfords or high lace boots. On some occasions 
black oxfords or black lace boots are selected for sport but 
the preference is usually for tan or dark brown. For tennis, 
boating’ and other diversions of this character light colored 
clothes are being favored, particularly white, flesh, maize, 
green and rose. With these sport costumes the white canvas 
or white buck shoe is usually selected. On some occasions 
these shoes are trimmed with colored leather to match the 
skirt, or the stockings are of white with embroidered clocks in 
matching color to the costume, although the all-white shoe 
and stocking is given the preference. With reference to 
stockings no better proof may be shown of the popularity of 
the low shoe this season than the demand for lace or open- 
work stockings despite the fact that these stockings cost all 
the way from $3 to $25 each. They have been selling so fast 
that many of the stores have practically none on hand. 


White Coming Strong 


There is also a great tendency to favor white and light 
colored cottons and silks for Summer wear and the women 
who are now planning to be away during the hot Summer 
months have given orders for dainty dresses in organdies, 
novelty cottons and printed chiffons. With the dainty col- 
ored dresses, white pumps or oxfords are being selected, 
although there are a few women who prefer a black suede, 
black patent leather or black satin shoe with light colored 
dresses. 

The Festive After-Easter Season 


Many dances will be given immediately after Easter and 
many new charming frocks have been ordered for this occa- 
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sion. For the young girls chiffons and nets in light pastel 
colorings are usually chosen. These are beaded in matching 
color or iridescent beads in fancy design, while some are 
simply finished off with dainty garlands of flowers or finished 
with novelty metallic ribbons. The slipper made on long 
slender lites in satin of a matching shade is a feature of these 
dancing slippers many of which are finished off with buckles 
in rhinestones or beads. Slippers of metallic cloth are also 
worn with many of these fetching gowns. 

The dresses for more mature women are very elaborately 
beaded or trimmed with bugles or heavily embroidered to 





CLOTH TOP BOOTS WITH WALKING COSTUMES 


A Tweed Costume with Boot of Tan Vamp and Tan 
Cloth Top 


give them an air of elegance which seems now to be so strongly 
desired. 

With the dark dresses the black satin or black suede slipper 
finished off with a handsome buckle is usually chosen, but 
with the lighter gown slippers are frequently ordered of the 
same material as the foundation of the dress and they are also 
finished off with a buckle or they are beaded in artistic design. 


Boston Shoe Style Show 


To Be Held at Symphony Hall, Boston, July 14, 15, 16, 
and 17, Under the Direction of William H. Walsh 

The management of the Boston Shoe Style Show, which 
is to be held in Symphony Hall, July 14, 15, 16 and 17, 
has been taken over by William H. Walsh, who has been, asso- 
ciated with his brother, the late Robert J. Walsh, in the 
management of shoe style shows in various parts of the 
country. : 

The new manager and his brother had been busy, previous 
to the latter’s death, making plans to have the July show 
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surpass even the record breaking show of last January, 
which was admitted to be one of the best shoe style events 
ever held in this country. These plans will be carried out 
exactly as though Robert J. Walsh had lived, his brother 
announced this week. 

William H. Walsh has had splendid training to qualify 
him to manage future shoe style shows. He was connected 
with his brother in the management of style shows in Boston, 
Rochester, St. Louis and Toronto. He has also had consider- 
able experience as a last salesman for the Dayton Last 
Works at Dayton, O., having represented that concern in 
New England at one time, and later acting as manager of 
their Rochester, N. Y., office. He is recognized by the 
exhibitors as beirg a most able successor to his late brother, 
who earned an enviable reputation as a style show manager. 


A Tribute to the Late Robert J. Walsh 


The late Robert J. Walsh was paid a splendid tribute by 
one of the leading manufacturers of New England the other 
day. In discussing his death the.manufacturer said: “In the 
death of Mr. Walsh the shoe industry of the country has 
sustained a great loss. Perhaps no man has done more to 
promote a better understanding of the shoe business than 
Mr. Walsh in bringing together manufacturer, retailer and 
consumer at his style shows. 

“His one idea in promoting the Boston Shoe Style Show 
was to keep New England on the map and to make Boston 
the real hub of the shoe industry. He originated and de- 
veloped this style show and its importance may be judged 
by the fact that it is attended by shoe men from all parts 
of the country. The Boston Shoe Style Shows—now so firmly 
established—will remain as a monument to the memory of 
one of the best boosters of the shoe industry—Robert J. 


Walsh.’ 
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“Going to Meet the Boys” 


The Edmonds Shoe Company of Milwaukee, Wisconsin, 
made what is believed to be one of the most novel shipments 
of shoes. The car contained more than 7,500 pairs of Ed- 
monds’ shoes. , The car was inscribed, ‘‘Going to Meet the 
Boys,” was attached to the Pennsylvania Ltd. train at Chi- 
cago and rushed to the East. 

The New York shoe merchant who bought the carload of 
goods on a rush order is situated near the wharf where thou- 
sands of American soldiers are landing from Europe. Army 
and Navy men make a bee-line for a shoe store as soon as they 
reach America, so as to discard their heavy Army shoes. 
The New York merchant found the Edmonds Shoe popular 
and the express car of ‘‘Foot Fitters” met his demands for a 
prompt delivery. 
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Your Profits Are in Your Turnovers 


Your Losses Are in Your Leftovers 
The First Principles of Better Shoe Merchandising 


O one particular business has so many angles which 
| \ are of as important consideration in buying as is the 
case in the retail shoe merchandising business. 

In men’s clothing, for instance, there are one or. two 
dominating colors and two or three particularly good models. 
His size range is short and well defined so that it is compara- 
tively easy for the buyer to keep within his style and size 
range. A thirty-six is a thirty-six. It doesn’t mean a 
thirty-six AA or EE. 

In lady’s ready-to-wear the same factor must be taken 
into consideration in the buying. That is, the particular 
colors that predominate the season and a very few distinctive 
types of garments. Then it is only a question of quantity 
buying over rather a short size range as compared with 
extremely long size range considered in buying shoes. 

The shoe buyer is confronted with various other problems 
demanding his serious consideration that do not confront 
the buyer of other lines of wearing apparel. 


What the Shoe Merchant Considers 


He not only has to consider the prevailing colors that 
will be popular for any given season but he has a wider variety 
of models, lasts and patterns to consider. Then, in con- 
nection with sizes, there is also the consideration of widths, 
which are just as important and needs just as thorough 
consideration on the part of the buyer as size range. 


The Equivalent of Size 


In traveling over the country and interviewing buyers, 
especially in the medium size and smaller stores, the need 
of education as to what actually constitutes a particular size 
and width is very apparent. The buyer in the average 
smaller store does not seem to realize that when he is buying 
a five A, he is buying the equivalent of a four B, a three C, 
or a two D, insofar as ball, instep and heel measurements 
are concerned. The result of this lack of knowledge is no 
doubt responsible for the large percentage of small sizes and 
narrow widths sticking arourd on the shelves of the shoe 
merchants today. With all the hue and cry for merchandise 
the average merchant has today on his shelves from twenty- 
five to fifty per cent more pairs of shoes than he actually 
needs to do the volume of business which his cash register 
shows he is really doing. He is short of merchandise of 
certain types and certain sizes, but were it possible for him 
to convert the dead ones on his shelves into live wires he 
could keep on doing business for six months to a year without 
having to worry about any additional stock. This condi- 
tion is the direct result of not having records of actual sales 
and actual purchases as a guide for future buying. 


What Is Your Turnover 


“The Recorder” has repeatedly pointed out the absolute 
necessity of keeping a daily record of sizes sold, this record 
to be totaled monthly and then followed as a safe and abso- 
lute guide for future buying. The more one visits stores 
and looks over stocks of merchandise the more apparent 
becomes the necessity for more just such stock records as 
this. In a city of thirty thousand in Indiana one of the 
leading stores pleads guilty to a turnover of less than two and 


a half times during last year and when the reason is sought 
it is found in the fact that the buyer in this store picks styles 
and patterns that he thinks will sell and then uses the set 
size schedule for buying without knowing anything definite 
as to his selling schedule. He has determined now to reduce 
his stock, sacrifice some supposed paper profits, and get down 
to solid earth before starting in another season. 


“Hit or Miss’ Buying 


In. another town of twenty-five hundred is a store doing 
an unusually large business for a village of this size, but 
which is also handicapped in future development by a 
conglomeration of shoes which is hardly worthy of the name 
“stock.” The manager of this store is buying twenty to 
twenty-five lines of women’s shoes and almost as many 
lines in men’s shoes. His stock would probably inventory 
fifteen to twenty thousand dollars. The policy seems to 
have been to buy a shoe here and there from each manu- 
facturer in order to control those lines and advertise to the 
world a great variety of factory lines, when as a matter of 
fact, a customer comes in and asks for any particular make 
of a shoe the probabilitiés are that he hasn’t a style and a 
size of that particular make of the shoe that will fit the 
customer. Then it is necessary for him to dig out a shoe 
similar in shape and price from some other manufacturer 
and convince him that his money would be well spent in 
that particular shoe. A few days ago in this particular 
store a man came and asked for a duplicate of the shoe he 
had on his foot. The shoe was a black vici kid in a medium 
round toe last, just a common type of last that can be found 
in any good representative factory line. When the salesman 
took the shoe off the man’s foot, looked it over and said, 
“I am sorry I haven't this particular style and size in this 
make of shoe that will fit you, but I can give you a very 
similar shoe in a . .”, the customer said that he would 
prefer to have the shoe that he was wearing because it had 
been both comfortable and satisfactory in service and he 
didn’t want to take a chance on anything else. The clerk 
showed him four or five different shoes very similar in style 
and within a close range of prices, each of which came from 
a different factory, finally succeeding in hanging a pair on 
the customer but not in reality selling him the shoe. 


Some Store Tactics 


In the same store a woman came in for a pair of black 
kid oxfords with low heel. The first pair that were put on 
her suited her but the size was wrong. The next pair that 
were tried on her fitted all right but were made in a different 
factory and the style didn’t suit so well and so on until she 
had tried out five different shoes from five different factories 
and then went out without buying because she could not be 
fitted with the shoe that was put on her first. Here is an 
example of the extreme folly of buying a few shoes from a 
number of different factories rather than concentrating on 
fewer factories, fewer patterns and buying a sufficient quan- 
tity of sizes and widths so a customer can be accurately and 
hastily fitted. Not only this, but this scattering, slipshod, 
haphazard method of buying is responsible more than and 
other one cause for the vast accumulation of end sizes any 
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odds and ends and leftovers that supply the bargain ‘counters 
and sap the profits that should accrue to the merchant’s 
bank account. 


Buying on Pair not Dollar Basis 


Many of the most successful merchants of today are buying 
on a pair basis rather than on a dollar basis. Accurate 
records are kept of the sales of pairs totaled at the end of 
every month and divided as to dress shoes and comfort 
shoes in the women’s lines as to high toes and English lasts 
and work shoes in the men’s lines. Before another pair is 
bought in any of these particular grades the selling schedule 
is consulted and buying is done absolutely on the paired 
basis of sales, predicated month by month on the records of 
last season’s business. 


It Is Pairs — in Leftovers 


After all, it is pairs that count. It is pairs that a merchant 
is buying and pairs that he is selling and it is also pairs that 
constitute his leftovers. It is, therefore, logical to figure pairs 
rather than dollars and cents. It is pot so much a matter of 
whether a shoe costs four dollars or five dollars as it is that 
the particular shoe bought fills a hole in the shelf and replaces 
a pair similar in style and price and exactly the same size 
and width as the one that has been sold. Various methods 
are in use among good stores to obtain this result. Below is 
given a plan that is being successfully used in buying for 
future delivery by a chain of exceedingly well-regulated 
stores. It is worth the while of every merchant to carefully 
consider this form and use it as it is or modify it to suit the 
needs of his business. 

Shoes today cost so much money that a merchant cannot 
afford to carry a lot of dead ones on the shelf and unless he is 
getting an adequate tursover in pairs he cannot get an 
adequate turnover in dollars and cents. 

Many merchants are imbued with the idea that long profits 
are necessary to successful merchandise. Long profits 
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cannot be maintained unless the pair turnover is constantly 
maintained because, no matter how long the profit is on any 
particular lot of shoes, if five to ten per cent of the quantity 
bought are sacrificed at half or less of their original value the 
actual average percentage of profit becomes shortened even 
to the disappearing point. 

It would be worth while for every merchant to have printed 
a little card and have it placed over his desk on which are 
these words, “‘My profits are in my turnovers. My losses 
are in my leftovers.”’ 





Thicker Ankles a Consequence of 
the War 


“Women have thicker ankles, so we find,” remarked a 
sales manager for a firm making a popular line of women’s 
shoes. ‘It’s a consequence of the war, we believe. Women 
worked more during the war, also walked more. They were 
on their feet more. So their ankles thickened. 

“Perhaps we noticed this new circumstance more than do 
other manufacturers of women’s shoes, for we make a line of 
dress shoes especially for working girls. We consider it an 
important point. Indeed, we will stick to lace boots this 
year, and avoid button boots, because the lace boots will 
allow for the letting out of the tops to fit around the thicker 
ankles.” 





From ‘Soldiers’ and Sailors’ Occupa-, 
tional Bureau 


Would like position as road salesman to retail trade in 
New England, preferably near Boston or in Rhode Island. 
Previous to entering service, traveled for eight years. Have 
sold as high as $45,000 worth of merchandise. Address 
$29, care of ‘“‘Boot and Shoe Recorder,” 207 South Street, 
Boston. y 





x 








= 
Proper stock accounting and cash accounting; close co-operation with sales force; conscientious treat- 
ment of customers, are all important factors in getting goods off the shelves and money in the cash drawer, 
but the one most important is some sort of an equitable division of profits between the firm and the help 
,so each will put the best of his thought and the best of himself into the betterment of the business. 
BUYING SCHEDULE 
RN AUIS 35: 5200, 5 com of0'd «clas artasin Sine or orehes sate ance siete arene ttan a eas. AE CLOT EI A Ee 
ae Pe er eae PET 
OPERATION TO JULY 1 
: (1) Pairs on hand (Obtained by composite size sheet) High Low Total 
_ (2) Pairs on order to arrive from July 1 
(3) Total (1 and 2) F 
; (4) Less estimated sales, pairs (based on last year’s record) 
(5) Estimated pairs on hand July 1 
. AUTUMN BUYING SCHEDULES JULY 1TO JANUARY 1 
: (6) Estimated sales, pairs, July 1 to January 1 (based on last year’ s sales) 
4 *(7) Pairs should have on hand January 1 for satisfactory turnover 
(8) Total required (6 and 7) 
(9) Estimated pairs on hand July 1 (Item 5) 
(10) Pairs bought to arrive after July 1 
{ (11) Total (9 and 10) 
(12) Balance to buy in repeat orders (11-8) 
*“Satisfactory” turnover should mean four times per year, hence stock on hand January 1 should not 
be greater than the six months’ sales. 
x 
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Shoe Trade Conditions and Prospects 
in the South 


(From Bulletin of New England Shoe and Leather Association, 
Boston.) 

Through the courtesy of the National Shawmut Bank of 
Boston, the New England Shoe and Leather Association is 
enabled to lay before its members the following resume of 
business conditions in Virginia and other parts of the South, 
as presented in a report by E. H. Moore of the bank’s staff, 
who has just returned from a visit to that section: 

In spite of the fact that the general trade situation through- 
out the South reflects more or less the uncertainty of the 
cotton markets, southern shoe jobbers, generally, appear to 
be optimistic. 

In the cotton-raising sections, business is moving slowly 
owing to the prevailing attitude of the growers in holding 
crops. The large amount of cotton in storage, and the recent 
decline in price, is naturally reflected in a narrowing of pur- 
chases in all lines of general trade. In some communities, 
merchants are trading merchandise for cotton to keep their 
stock moving. 

In the coal country, business in general is showing the 
handicap placed on the mines through their inability to 
procure cars. In other sections where diversified crops and 
industries open more avenues for trade, business appears to 


be very good. 
Growing Demand for High Class Shoes 


Mr. Moore reports that his interviews with leading shoe 
jobbers in Richmond and Lynchburg indicate a growing 
demand for high-class shoes. There appears to be little 
tendency on the part of consumers, generally, to complain 
about higher prices as compared with pre-war levels. It is 
the concensus of opinion in these two centers, which serve 
the Southern district, that present conditions do not warrant 
apprehension. With the exception of the coal and cotton 
areas, merchants are reported as being optimistic, buying 
freely, and of the better grades of shoes; there is also hope 
for an early resumption of trade in the cotton states. 
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One improvement to be observed in the trade is a lessening 
of the evil of canceled orders which grew out of the merchant’s 
difficulty in securing prompt shipments, resulting in a better 
co-operation between jobber and merchant. 

A shoe wholesaler of Richmond, Va., expressed himself as 
being entirely satisfied with the outlook for the next five years. 
He feels that the signing of the Peace Treaty will be the signal 
for business to go forward with a bound. Merchandise 


‘stocks among his trade he believes to be below normal, and 


he finds a steady demand, merchants buying with little 
hesitancy on account of price. It is generally conceded that 
the man who waits for a decline in prices will be disappointed, 
and that the man who talks pre-war conditions and prices. 


speaks a dead language. 


Shall Merchants Pay Car Fares? 


That merchants should pay car fares seems an amazing: 
proposition. But Ralph Bauer, Lynn, Massachuestts, mer- 
chant, and leader in public affairs, says it is reasonable. 

Merchants could not build up big stores in cities without 
street cars to bring customers to their doors. So Mr. Bauer 
declares.- Nobody will dispute that. 

But Mr. Bauer declares that since the merchants benefit, 
they should pay the expense of running street cars. And that 
is where the row begins. 

He says cities should take over street car companies and. 
run the cars. The expense would be added to the tax levy. 
It would mean an increase of $6 per $1,000 in a city the size 
of Lynn. ' . , 

He is generous enough to allow that manufacturers, owners. 
of big buildings, banks, and others who have property should. 
share in the expense. 

Naturally, they object to getting soaked $6 per $1,000. 
But the other fellows, who will get free rides to the store, the- 
factory or the movies, naturally approve of the scheme. 

So the fight is on. Mr. Bauer started it in Lynn. He is: 
now spreading it over the state. The idea may spread far-- 


ther. 





Display Windows of Walk-Over Shoe Company 


As mirrors are used to reflect the fea- 
tures of people, so should the show win- 
dows be used to reflect the character of 
the stock that is carried by the merchant. 
We reproduce the display windows of the 
Walk-Over Shoe Company, Columbus, 
Ohio, which readily portray the char- 
acter of the stock carried by this store. 

The background of these windows is of 
the panel effect, of a cream background, 
with hanging baskets and trellis of Easter 
flowers gracing the top part of display. 
Gold Katoc Silk cloth is used as a drape 
from the several pedestals, with a con- 
trasting color of boots and oxfords on the 
pedestals to bring out the color scheme. 
Here they have displayed several of the 
newest shades in silk hosiery, showing the 
color blend of hosiery and footwear, with 
several styles of spats also displayed to 
advantage. This beautiful trim should 
be seen to be appreciated. 





WINDOW TRIM OF WALK-OVER SHOE CO. 


Columbus, Ohio 
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Associated Shoe Retailers of St. Louis 


Are Given a Testimonial of Their Valuable Work---Movement Is Started at 
Complimentary Banquet for an Organization of the Allied 
Shoe and Leather Industries of St. Louis 


of St. Louis, which was made the occasion of a com- 

plimentary dinner at which the manufacturers and 
wholesalers of the city were the hosts and which was held at 
the Hotel Jefferson, was a most successful affair out of which 
began a movement which is expected to result in the forma- 
tion of an organization which shall include the allied shoe and 
leather industries. A committee to be appointed by President 
Arthur E. Ebbs, of the retailers’ organization, will formulate 
a plan for the new body which is to include the retailers, 
manufacturers, jobbers, leather men, findings houses and all 
other branches of the industry with a view to working for the 
upbuilding of ‘St. Louis the Shoe City.” 


[vcr monthly meeting of the Associated Shoe Retailers 


Importance of Co-operation Urged 


The attendance at the dinner was considerably in excess of 
100, more than 80 per cent of the retailers’ body being present, 
while all the manufacturers were represented as well as the 


benefit of the individual and that rubbing shoulders in such 
gatherings as the one he was addressing was sure to bring 
excellent results. He urged co-operation in behalf of the 
further development of St. Louis the Shoe City. 


Charles E. Ross Explains High Prices 


Mr. Rand was followed by Vice-President Charles E. Ross, 
of the Hamilton Brown Shoe Company, formerly connected 
with the United Shoe Machinery Company, but for the past 
nine years with the St. Louis concern. Mr. Ross devoted his 
address to a discussion of the cost of manufacture of footwear 
and the cost of raw materials entering into the merchandise, 
showing how impossible it was for prices to be reduced in the 
immediate future, if at all. His comparisons entered into 
the most minute detail of materials, showing that the mate- 
rials’ costs on women’s shoes average 120 per gent more than 
before the war, and on men’s shoes somewhat less, with the 
general average running between 80 and 100 per cent in- 





Shoe Wholesalers’ and Manufacturers’ Banquet to Associated Retail Shoe Merchants, St. Louis 


jobbing interests. The dinner was given in recognition of the 
work of the retailers’ organization in bringing the convention 
of the National Shoe Retailers’ Association to such a success- 
ful conclusion in January. 

The arrangements were made by Harry Vinsonhaler, of the 
Vinsonhaler Shoe Company, as chairman, with assistance 
from John H. Wilson of the McElroy Sloan Shoe Company 
and others. Mr. Vinsonhaler was toastmaster and after the 
discussion of the menu stated the purpose of the dinner as 
well as the manufacturers and wholesalers’ recognition of the 
valuable work done in behalf of the city by the retailers’ body. 
He introduced President Frank C. Rand of the International 
Shoe Company, who took the place of Jackson Johnson, chair- 
man of the board of the same company, who was prevented 
by illness from taking a place on the program. 

Mr. Rand dwelt on the importance of co-operation and the 
developments which had been most noticeable with the 
decrease of hostility among competitors in the same line of 
business. He pointed out that the good of all meant also the 


crease. Labor cost was also touched on in the same compar- 
ative manner. 
**Style Is a Necessity’’ 


James T. Pedigo, of the Pedigo-Weber Shoe Company, was 
the next speaker, discussing ‘‘Style as a Necessity’’ which he 
amended to “Style Is a Necessity,”’and proceeded to show how 
important style is, at the same time recommending a plan by 
which style may be stabilized—not standardized—to the 
benefit of the manufacturer, the retailer and the consumer 
alike. - 

Round Table Discussion 


At the conclusion of the formal speeches the meeting was 
taken in charge by President Ebbs of the retail merchants, 
who turned the session over to Vice-President Charles E. 
Williams for a round table discussion of the subjects of inter- 
est. The text having been set in costs, Mr. Williams called 
on a number of leather men present to tell what they knew of 

(Continued on page 45) 


; 
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A Shoe Merchant’s Experience 
With a “Deadbeat’’ and How the Usury Law Works 


By J. J. JENNINGS 


town of Bender, and had been warned to look out for 
Tom Brewster, who was probably the greatest all- 
round “deadbeat” in town, and could mesmerize an unsus- 
pecting retail merchant into giving him credit where better 
men would have been turned down with a stony stare. When 
he was cornered in proper shape he generally relied on some 
legal twist to evade payment, and prided himself on knowing 
more legal trickery than many of the younger members of the 
bar. Notwithstanding that he had been forewarned Ronald 
was not sufficiently forearmed to prevent Brewster from 
opening a credit account, and before Ronald knew where he 
was Brewster was ahead of him $25. As he could do no better 
Ronald took his note for the amount. 
“Brewster's as tricky as a German consul, and if I get his 
note for the amount he can’t set up some fake defence on it as 
easy as he could on the book account,” Ronald told himself. 


” I ng RONALD had opened a retail shoe store in the 


Note Payable in Another State 


Brewster was perfectly willing to sign a note if not to pay 
it, and when Ronald drew it up he made it payable at the 
Merchants National Bank of Aliske, a town in one of the 
neighboring states, with interest at 10 per cent. 

“T have an account in the bank up there and have notes of 
mine falling due at the same place, so I’m making your note 
payable there,” Ronald explained. 

“Suits me just as plenty,”’ Brewster agreed as he signed up, 
“for I’m over to Aliske as often as any of the towns in our 
state.” 

“T hope you're there the day this note falls due and pay 
it,’’ suggested Ronald. 


Brewster Fails to Pay 


When the note fell due, Brewster failed to pay, and when 
Ronald called him in one day to inquire the reason, he found 
a very independent debtor, who knew more law than a Dis- 
trict Attorney. 

“T don’t intend to pay it,’ Brewster told him. 

““You got my goods, didn’t you?”’ queried Ronald. 

“Yes, and used them, too,”” Brewster boasted. 

‘“‘Why won’t you pay it, then?” demanded Ronald. 

Brewster assumed an attitude of righteous indignation. 

“I’m a law-abiding citizen,’”’ he began. 

“But don’t believe in paying your honest debts, though,” 
sneered Ronald. 

“This debt isn’t an honest one,”’ retorted Brewster, “‘for 
according to the usury law of this state where the note was 
signed you can’t charge more than 8 per cent—you drew the 
note at 10.” 

‘**Another one of your legal tricks, eh?” 

“T’m full of ’em,”’ was the proud reply. 

Ronald rallied quickly, however. 

“That's right about the usury, ’he admitted frankly enough, 
“but the note was payable at the Aliske Bank over ia the other 
state, and I’}l bet there’s no usury law in force there.” 

“I don’t know whether there is or not,’’ Brewster was 
forced to admit. 


’ 


Squire Enright Rules on Usury 


’ 


“Well, call up Squire Enright,” suggested Ronald. ‘‘You 
can get him over lorg distance all right. He’s the best lawyer 
over there, and just ask him if there’s any law in his state that 
makes a 10 per cent note illegal.” 

Ten minutes later Enright told them that there was no 
usury law in force in that state, and Ronald felt that he had 
won, but Brewster had already proved that he was crooked, 
and then went to demonstrate that he was resourceful as well, 

“That’s all right as far as it goes,” he argued, ‘but 
you're up against it just the same. We’re both residents of 
this state—the goods were sold here—the note was signed here 
—and you admit it’s contrary to the usury laws of our state.” 

“I do,” said Ronald. 

“Then,”’ Brewster went on gleefully, ‘“making it payable in 
another state where there’s no usury law cuts no figure, and 
it’s against our law just the same.” 

“In other words, you claim that the law of the state where 
the trade is made will govern, and not the law of the state 
where the money is to be paid,’’ suggested Ronald. 

“Exactly. You'll learn some law yet if you keep on doing 
business with me.” ; 


Depends on State Law 


“Well, you’re wrong,” retorted Ronald, ‘for the rule is 
that, as long as there is no evidence of fraud or any intent to 
evade the usury laws, the law of the state where the money 
is to be paid will govern, instead of the law of the state where 
the contract is made.” 

“That sounds as if it came out of a law book, all right, but 
perhaps it’s the law of our state, and again, perhaps it isn’t,” 
sneered Brewster. 

“The rule which I have just given you has been laid down by 
all the leading state courts, Arkansas, Indiana, Iowa, 
Louisiana, Michigan, Minnesota, Mississippi, Missouri, Ne- 
braska, New Hampshire, New Jersey, New York, North 
Carolina, South Carolina, Tennessee, Texas and Virginia, to 
mention a few leading ones,’ Ronald recited glibly, ‘‘so I 
guess that includes us all right.” 

“Say,”’ Brewster demanded, ‘‘where did you get all your 
information, anyway?” 

“Oh, 1 knew your reputation pretty well and guessed 
you'd bring up this point, so I paid a lawyer $5 this morning 
to tell me what I’ve told you for nothing,” laughed Ronald. 
“You’re caught in your own trap so pay up and look pleas- 
ant.” 

And Brewster did, but he looked about as pleasant as a 
German delegate signing the Peace Treaty, and when Jack 
Palmer came in Ronald told him how he had beaten Brew- 
ster at his own game. 


More Credit Extended 


“Well, you’re certainly some collector, and I’ll bet that’s 
the last dollars’ worth of credit Tom Brewster gets from you.” 

Ronald laughed sheepishly. 

“Not exactly,” he admitted, ‘‘for before he left he wheedled 
me into letting him have $15 worth of goods and promised 
faithfully to pay in 30 days.” 














April 19, 1919 


Truth-in-Advertising Law Enforced 
A Specific Case Quoted 


How long can a merchant continue to “go out of business?” 
This does not seem to have been definitely determined, sug- 
gests a bulletin from the Associated Advertising Clubs of the 
World, although in certain recent cases, through the influence 
of the Vigilance Committee of that organization, “‘going out 
of business sales’’ have been stopped, when merchants who so 
advertised did not keep their promise and “go out.” 


An Example in Wisconsin 


One recent example was at Two Rivers, Wis. Sometime 
ago, the Two Rivers Chamber of Commerce wrote the Na- 
tional Vigilance Committee of the Associated Advertising 
Clubs asking what might be done in the case of J. D. Musial 





Photograph of Wisconsin Store Taken as 


This Store Really Went Out of 
Business 


Evidence. 


who was operating a shoe store there, and who was reported 
to have conducted several previous “going out of business 
sales’’—though he stayed in business. 

The National Vigilance Committee called the attention of 
C. B. Wagner, secretary of the Chamber of Commerce. to the 
fact that Wisconsin is one of the 36 states where the adver- 
tising association has obtained truth-in-advertising legisla- 
tion, and suggested to Mr. Wagner that the case be handled 
under that law. 


A Photograph is Taken 


This was done. In a recent letter to the advertising asso- 
ciation, the Two Rivers Chamber of Commerce said it was 
only necessary to take a photograph of the store with the 
sign, then to call Musial’s attention to the truth-in-adver- 
tising law. He was informed that the photograph had been 
made and that the Chamber of Commerce believed he had 
violated the advertising law. é 

As a result, Musial went out of business in reality. He 
sold the stock of shoes to a man in the business of making 
quick disposition of stocks, and this time the “going out of 
business”’ signs were truthful. 
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Baltimore Merchant Actually Sells Store 


In another recent case in Baltimore, similar action was 
taken. The judge before whom an advertiser was tried told 
him that he must go out of business or must quit saying that 
he was going to doso. He sold his store. 

In numerous other cases, like action has been taken with 
the co-operation of the courts. 





Present at the Recent Maine Retail 
Shoe Merchants’ Convention 
Held at Elks’ Club, Portland 


James J. Curran, Lewiston; L. E. Blackington, Rockland; 
Fred A. Libby, Hallowell; Jas. A. McFaul, Portland; J. F. 
Bilodeau, Augusta; C. A. Derr, Worcester, Mass.; Fred. S. 
Smith, Portland; I. H. Morse, Lowell, Mass.; A. F. Dean, 
Portland; Otis F. Trafton, Bath; D. J. Wellehan, Lewiston; 
Willis Ryder, Lewiston; C. F. Wiggin, Sanford; H. E. Prince, 
Lewiston; C. L. Prince, Lewiston; T. F. Cusick, Gardiner; 
Ralph S. Keyes, Portland; Chas. D. Sawyer, Portland; 
Howard G. Neipert, Portland; E. M. Hutchinson, Jr., Port- 
land; Horace M. Foster, W. J. O’Neil, J. F. Perry, A. W. 
Andrews, H. E. Perry, George Noyes, Leland Arno, A. N. 
Whitney, M. N. Eastman, C. J. Shaver, Ben Savage, Tom 
Cawley, George E. Allen, J. C. Allen, T. Henry Black, 
Phillippe Laurendeau, R. O. Seavey, A. H. Marden, A. H. 
Hatch, Wm. H. Munroe, Wm. C. Ray, B. O. Tarr, A. I. Crop- 
ley, R. N. Perry, C. F. Marble, F. L. Hussey, H. H. Powell, 
E. M. Layton, W. H. Fogg, M. S. Dow, P. C. Chipman, 
C. K. Forhock, C. A. Davis, A. T. Davis, F. H. Jones, Bart 
J. Sullivan, F. H. Chase, G. C. Hanson, H. S. Teed, F. W. 
McDowell, C. H. Lane, A. A. Dube, Preble Davis, Daniel F. 
Murphy, George Lovely, C. A. J. Pinkham, Frank E. Joseph, 
F. M. Larrabee, Merton A. Lane, Dean S. Paine. 





In Regard to Export of Skins and 
Hides . 


Washington, D. C., April 10—Word has been received that 
Sweden will let 150,000 pieces of calfskins come to the 
United States at once. 

It is also understood that Denmark will allow the export of 
skins and light hides but not heavy hides. It is believed that 
all export restrictions will be taken off in June or July. 





ASSOCIATED SHOE RETAILERS OF ST. LOUIS 
: (Concluded from page 43) 

the reasons for the high prices of materials, and this portion 
of the debate was participated in by R. B. Baldwin of the 
A. C. Lawrence Leather Company; L. J. Wallace of the 
United States Leather Company; J. V. Henley of the F. 
Blumenthal Company, and E. M. Holdrook of the Krentler 
Bros. Company, who discussed respectively the situation as it 
related to calfskins, sole leather, kidskins and last styles. 
All supported previous statements as to the rising cost of 
materials and labor as well as the shortages of raw skins, etc. 
Among the retail merchants entering into the debate was 
W. B. Huette, who emphasized the situation as he saw it from 
the retail merchant’s point of view. Mr. Huette spoke from 
the standpoint of a man who had been connected with the 
retail shoe trade from the days when the St.Louis manufactur- 
ing industry had its beginning and told how he bought one of 
the first bills of goods sold by the old Bryan-Brown concern, 
one of the very earliest pioneers in wholesaling and manufac- 
turing, having its beginning in the late 70’s. 

Following this discussion the plans for the allied shoe indus- 
try organization were set on foot and the meeting adjourned. 
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Death of an Internationally Known 


Labor Leader 


John F. Tobin, a Practical Shoemaker and General President of the Boot and 
Shoe Workers’ Union 


Shoe Workers’ Union, died on Monday, April 14, of 

organic heart trouble. His funeral was held from his 
late home, 24 Rawson Road, Norfolk Downs, Mass., on 
Thursday, April 17, at 2.30 o’clock. 

John F. Tobin was born in June, 1855, at Gault, Ontario. 
He learned the trade of edge setter as a boy in Canada and 
at an early age came to the United States with his parents, 
settling in Rochester, New York, where he made his home 
and worked at his trade. After some years in Rochester he 
came to Boston, where he still worked at shoemaking until 


J sie F. TOBIN, general president of the Boot and 





THE LATE JOHN F. TOBIN 
General President of the Boot and Shoe Workers’ 
Union 


elected as general president of the Boot and Shoe Workers’ 
Union, which office he held up to the time of his death. 

It is not generally known just how the Boot and Shoe Work- 
ers’ Union was born. There were a number of unions in 
the shoe trade. There were remnants of the Knights of 
Labor. There was what was called the L. P. U. (Lasters’ 
Protective Union); there was what was called the Inter- 
national Union of Boot and Shoe Workers. All three of 
these were national in character. There were eight local 
independent unions. The different agents saw the necessity 
of combining. Delegates were elected and all met in Bos- 
ton in April, 1895. 

At this meeting the organization of the present Boot and 
Shoe Workers’ Union was effected with John F. Tobin as 
general president. The old unions had dwindled down in 
membership to a very low ebb, possibly not more than 6,000 
to 8,000 in the entire combine. 

To Mr. Tobin belongs the credit of building up the present 
Boot and Shoe Workers’ Union. Its success is largely due 


to his ability and influence. Perhaps the most important ~ 
phase of the whole movement of success is due to Mr. Tobin’s 
continual advocacy of the collective bargaining method 
and avoiding strikes by adopting arbitration for the settle- 
ment of all disputes that arose,in the trade. 


A Membership of 50,000 


Mr. Tobin’s success is attested by the fact that the Boot 
and Shoe Workers’ Union membership grew from 6,000 to 
8,000 to a membership in round numbers of 50,000, and 
notwithstanding the fact that for a number of years the 
Boot and Shoe Workers’ Union has averaged in the paying 
of sick benefits to members of about $90,000 a year, has 
accumulated a treasury of half a million dollars. It is 
obvious that no one man could have attained this success, 
but these accomplishments were due in large part to Mr. 
Tobin’s ability and persistent work. 


Classed Among the Great Labor Leaders 


John F. Tobin was classed among the great international 
labor leaders. Among his contemporaries are: Samuel Gom- 
pers, John Mitchell and Secretary Wilson. He was a strong 
leader, of well-balanced judgment, who once making up 
his mind as to what he believed to be the right of a cause 
advocated it to the end. He was a devoted husband and 
father and was beloved by all who knew him. He leaves 
a widow, two married sons and three daughters. 

The family requested that there would be no floral tributes 
and although many local councils of the Boot and Shoe 
Workers’ Union and individuals had ordered flowers, these 
orders were cancelled on the request of the family. 


Collis Lovely Acting General President 


The constitution of the Boot and Shoe Workers’ Union 
provides that the general vice-president, who is Collis 
Lovely, shall become president in the event of the death 
or resignation or removal of the general president. 
The next meeting of the association takes place in Chicago 
on the 19th of May. Until that time Mr. Lovely will ably 
fill Mr. Tobin’s place. 





The Standing Fit 


When fitting keep these two things in mind: the fit, when 
the customer is sitting, and the fit when standing with the 
weight of the body in the shoe. Sometimes when the customer 
is sitting, the shoe will feel easy, but when the weight of the 
body is in the shoe the foot broadens and takes up what ap- 
peared in a sitting position to be too much fullness. 





More Army Shoes Ordered 


Washington—The W. H. McElwain Company has been 
awarded the contract by the Army Quartermaster’s Depart- 
ment for furnishing an additional 50,000 pairs of Russet 
Army shoes at $4.835 per pair. 
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H. E. Olsen Becomes Editor 
“Export Recorder” 


Widely-Known Expert in United States Department of Foreign and Domestic 
Commerce and the Tanners’ Council Assumes Directorship of “Export 
Recorder’’—The International Publication for the Development 
of the Shoe and Leather Industries the World Over 


EADERS of the ‘“‘Recorder”’ and other representatives 
of the shoe and leather industry will learn with con- 
siderably more than ordinary interest of the addition 

to the ‘‘Recorder’s”’ executive staff of H. E. Olsen, who has 
accepted the post of editor-in-chief of the ““Export Recorder” 
and director of that publication’s development and service 
work in connection with shoe and leather exporting to 
European countries. 

Mr. Olsen, who will take up his new work during the next 
ten days, comes to it directly from the post of New York 
manager for the Tanners’ Council, to which he was appointed 














: H. E. OLSEN 
Editor-in-Chief of The ‘“Export Recorder”’ 


through the influence of the War Industries Board as the 
result of long and efficient work in the shoe and leather 
branch: of the war’s activities and, preceding that, in the 
United States Department of Foreign and Domestic Com- 
merce. 

In considering his candidacy for the important place on 
the “‘Recorder”’ staff Mr. Olsen evinced much interest in the 
extensive plans which this paper has perfected for taking a 
large part in the promotion of export interests in the shoe and 
leather field. His long and intimate contact with this work, 
solidified by official connection with the Government bureau 
that has it in charge, will give extraordinary scope for the 
personal abilities he has so conspicuously shown, 

Mr. Olsen’s early education was received in the public 


and high schools of Milwaukee, Wis. Under the auspices of 
the United States Bureau of Foreign and Domestic Com- 
merce he pursued a course in foreign trade prepared by E. A. 
Brand, Assistant Chief of the Bureau. Lectures were given 
by various government experts on foreign trade, finance, 
shipping, etc. He also studied the course in export and im- 
port trade of the Business Training Corporation of New 
York. 

Mr. Olsen has devoted himself to reading courses in sales 
letters, foreign salesmanship, advertising. He has examined 
and analyzed the best existing methods of building up well- 
balanced export campaigns throughout the world and the 
making of plans for the introduction, maintenance and 
development of typical branded and staple products in 


worth-while foreign markets. 


A Foundation of Experience 

Upon leaving school in Milwaukee, Mr. Olsen became a 
member of the sales department of the H. W. Johns-Man- 
ville Company. He later became connected with the Depart- 
ment of Commerce at Washington, continuing in the Depart- 
ment for- nine years. During the last four years he was 
secretary to Hon. William C. Redfield, Secretary of Com- 
merce. His connection and contact with large affairs and 
influential men were a liberal education. He accompanied 
Secretary Redfield on all his extensive official travels, visiting 
almost every large commercial and industrial center in the 
country. 

His duties involved constant touch with the foreign trade- 
promotion activities of the Bureau of Foreign and Domestic 
Commerce and other departments of the Government, such 
as the Pan-American Union, as well as with like activities 
of the private and semi-public organizations in Washington 
and elsewhere in the country and abroad. He had constant 
relations with importers, exporters, bankers and business 
men generally. The experience thus gained, under the most 
advantageous auspices, afforded Mr. Olsen an opportunity 
to become familiar with all phases of overseas selling. 

Early in 1917 he was offered the post of secretary of the 
Chattanooga Manufacturers’ Association at Chattanooga, 
Tenn. Here Mr. Olsen came in close, personal contact with 
all of the manufacturers of that city, performing the usual 
functions of an organization secretary. In addition, he was 
called upon to act as foreign trade adviser to local manu- 
facturers interested in exporting, suggesting markets abroad, 
and through researeh laying plans for foreign sales efforts. 

Subsequently, the European War being then in progress, 
Mr. Olsen was called to an important position in the War 
Trade Board in Washington, and remained in this work 
until the Board requested the Tanners’ Council to undertake 
jurisdiction in behalf of the Government over the importa- 
tion into the country of hides and skins, tanning materials 
and finished leather. Mr. Olsen was then requested to take 
charge of the Service Department of the Tanners’ Council, 
which throughout the war has rendered valuable services to 
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the tanners of the country in their relations with the various 
Government war boards. 

Having gotten this work well organized and having estab- 
lished contacts with the proper Government officials, Mr. 
Olsen was designated assistant manager of the principal 
branch office of the Council in New York. He was appointed 
manager a few months later. 

In addition to directing the administration of control over 
importations in his district, Mr. Olsen assumed close rela- 
tions with the members of the Tanners’ Council in the New 
York district, ‘‘selling’’ service along foreign trade and other 
lines, the service work entailing continued touch with steam- 
ship companies, forwarders, export managers, export com- 
mission houses. He has a wide circle of close acquaintances 
in the tanning industry. 

Mr. Olsen is intimately acquainted with sources of foreign 
trade information in this country and abroad, and his former 
connections have placed him in a unique position to conduct 
his new work effectively. 





May 15 Last Day for Employers’ In- 
come Tax Returns 


Organizations and individuals are advised by Collector of 
Internal Revenue John E. Malley to underscore on their 
calendars May 15 as the last day for the filing of returns of 
information giving the names and addresses of all individuals 
to whom payments of salaries, wages, rents, interest, com- 
missions and other gains, profits and income of one thousand 
dollars or more were paid during the year 1918.. An exten- 
sion of time from March 15 to May 15 was granted by the 
Commissioner of Internal Revenue for the filing of these 
returns. 

‘“*All employers of labor, whether in large or small numbers, 
are required to make these returns,”’ said Collector Malley. 
“Organizations, such as corporations, companies, partner- 
ships, etc., are required to file returns showing the salaries 
and wages paid to the officers and employes. A separate 
return for each employe whose salary for 1918 was $1000 
or more is required.” 





“Leather’’ and “Boot and Shoe: 
Industry’’ 


From the “Common Commodities and Industries” series, 
the ‘“‘Boot and Shoe Recorder’’ has recently received for 
review two very comprehensive treatises on “Leather” and 
“The Boot and Shoe Industry.”” The book on “Leather” 
is written by K. J. Adcock; the book on the ““Boot and Shoe 
Industry” is written by I. S. Harding. Each of these books 
sells for one dollar the copy and may be ordered from the 
Library Deportment of the “Boot and Shoe Recorder.” 

The book or “Leather’’ treats on the Evolution of Leather 
Manufacture, Hides and Skins, Tanning Materials, Machinery 
Preparation of Hides and Skins for Tanning, Tanning Pro- 
cesses, Dressing, Dyeing and Finishing of Leather. 

The ‘‘Boot and Shoe Industry” treats on Pattern Design- 
ing and Making, Clicking, Preparation for Closing, Upper 
Closing, Bottom Stock Cutting and Preparation, Lasting, 
Bottoming, Finishing, The Relation between Capital and 
Labor. 

These books are fully illustrated. 





A Policy of Permanency 
What Is Your Opinion of Store Success 
An announcement by a noted shoe merchant of the open- 
ing of a new firm reveals a policy of permanency that is 
worthy of consideration by other merchants. The firm says: 
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“The growth of our stores in New York and Chicago has: 
been extraordinary, but not surprising. They are founded 
on a few simple ideas—so simple that they are frequently 
overlooked by merchants who are interested only in quick 
commercial success. Our firm is never interested in a QUICK 
success, but in a PERMANENT one. 

Our firm is not so much interested in SALES as in CUS- 
TOMERS. 

““Men are not employed to sell these shoes, but solely 
to show them and to fit them. The best shoes, properly 
fitted, require no salesmanship. 

“‘Our shoes are the best shoes made, or that can be made, a 
flat statement, but true as it is flat. 

“They cost more per pair than others, but less per year than. 
others. 





Figures on Fabrics 


Orders for fabric top boots are coming to factories. The 
cost of fabric per foot is reckoned this way: 

A good standard fabric costs $4.15 a running yard. Being 
56 inches wide, it has 14 square feet to the running yard. 
It figures 29.6 cents a square foot. 

A high grade fabric costs $6 a running yard. It is 56 
inches wide, and has 14 square feet to the yard. It figures 
42.8 cents a square foot. . 

Various ways there are of figuring fabric against leather. 
It all depends on circumstances. Some firms figure it costs 
as much to make a fabric top shoe as it does to make an all 
leather shoe. They back their fabric. 

Incidentally, they figure it takes a bit more fabric than 
leather to make a top. That’s to allow a margin strong 
enough to hold the stitches. If fabrics are stitched too close 
to the edge they may unravel. 

Other manufacturers figure that fabric top shoes can be 
made cheaper than all leather shoes, and price them cheaper, 
even as much as 50 cents a pair. 





“What’s the Use’’ 

On the reverse side of the business card of Henry F- 
Hagemann, secretary of the Ohio Retail Shoe Dealers’ 
Association, announcing Mr. Hagemann’s removal from 
Hamilton, Ohio, to 412 Johnston Building, Cincinnati, Ohio, 
is the little poem, entitled ‘““‘What’s the Use?”’ 

We are reproducing same herewith: 


x F 
What’s the Use 





What’s the use of worrying? 
Fretting don’t pay. 

What’s the use of hurrying? 
It’s the slowest way. 

Half the whims that worry you 
Never will come true, 

Then why let them flurry you 
As you daily do? 


Live your life out easily, 
Then it will be long, 

Take what happens breezily, 
Whistle, sing a song. 

Don’t waste time in worrying 
Over phantom ills; 

Don’t waste strength in hurrying, 
That’s the pace that kills. 
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SHOE MERCHANTS OF AMERICA 
PRESENT THEIR BEST 
STYLES IN THIS 
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What Merchants Are Showing 
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BYRN’S’ BOOT SHOP J. & J. SLATER, NEW YORK 


KANSAS CITY, : Dark brown kid, turn pump, tongue 
TY, MO : ar’ row . . 
7 or dull calf, turn soles, Louis effect. 
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COLLINS; BIRMINGHAM, ALA. 
Pat. colonial—cut stee) and jet buckle. 
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CLAFLIN, PHILADELPHIA HELLER BROS., RALEIGH, N. C. 


A pump of brown Russia, or dull TRE A design for brown kid, pat. or 
leather or gray buckskin. Jia QA dull calf. 
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SHERRON SHOE CO. 
MEMPHIS 
Dark brown kid, turn 
pump. 
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W. G. SIMMONS CORP., 
HARTFORD CONN. 


Black pat. turn pump. 
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JOS. PIETZUCH, CINCINNATI 
Black pat. colonial, high tongue. 
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NAPIER’S BOOTERIE, OMAHA VICTORIA SHOE SHOP, SEATTLE 
Two-eyelet oxford, French, cover- Com The “Step-a-Head” oxford, Louis 
ed, heel. J a heel. 


e i? hf M4 * N 
: y fy 1 d NN rod 
‘ OG ‘ bj 
NX \ x ; ef : : t PD. DP dd dddaddia CAAA, y y 
A \ . me Se 


NASSAR AARASSARANR 
i a “ees . 5 a ir) 3 A 
wi AB is laa mes) . a y V2 e 
\ » , } ee a 4 
. aed 


om 
Boot and Shoe Recorder, April 19, 1919 

















IULNCTAGANELCAGGODUALUENONEC UAHA HLA NAA 


OO IESIIESS SIERIISS ESS SEIS EF ESET Sa a 
a a A : i -:. es Se aE © 
CRA LOL SSS SSSS SSH DD DDD DDD 
h 


What Merchants Are Showing 
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THE W. G. SIMMONS CORP., F. W. DABNEY & CO., RICHMOND, VA. 


a , Dabney Martial Pump, satin insert 
pn ae Black and white around top and strap with pearl button. 
enamel buckle. 
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COLLINS, BIRMINGHAM, ALA. 
Kid colonial, turn sole, French heels. 
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T. E. MOSELEY CO., BOSTON MAROTT’S SHOE SHOP, 
INDIANAPOLIS 


Pat. vamp oxford, black satin =o hs f 
a" Sloe Black kid oxford. 
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WATTERS BOOT SHOP, BUFFALO THE BOOT SHOP, BUTTE, MONT. 
Oxford which sells in all leathers—Louis A pump designed for white kid, white 


or military heel. canvas, patent leather and brown or 


black kid. 
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HARRY A. DRACHMAN SHOE CO., 
TUCSON, ARIZ. 


White oxford, military heel. 
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CASPARI & VIRMOND CO., 
HAHN’S, ee : MILWAUKEE 
Pat. oxford, Louis XV heel. =e Tailored hand made colonial pump 
Ce ~ —Pat. colt. 
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What Merchants Are Showing 
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KRUPP & TUFFLY, INC., HOUSTON 
Medium shade brown kid, light welt sole 
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O'CONNOR & GOLDBERG, CHICAGO 
O-G. satin oxford for semi-dress. 
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FRANK BROTHERS, NEW YORK 
FIFTH AVENUE BOOT SHOP 


Dull black calf pump. 
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YOWELL-DUCKWORTH CO., WATTERS BOOT SHOP, 
ORLANDO, FLA. BUFFALO 
Pat. oxford, close trimmed edge, Load Tan oxford, military heel, with 
fie aS perforations. 
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In all Sections of the Country 
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MAROTT’S SHOE SHOP, 


GEUTING’S, PHILADELPHIA errs nee 
A man’s cordovan oxford. “- | Stents eial, conlnen. 
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THE WERNER SHOE DEN, 
SAN FRANCISCO 


Man’s cordovan brown lace boot. 





SOMMER & KAUFMANN, INC., C..H. BAKER, LOS ANGELES 
SAN FRANCISCO ec Military pattern, soft grained 
Koko bal in tan Russia. (fre SS black calfskin, extra heavy sole. 
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THOMAS F, PEIRCE & SON, PROVIDENCE R. I 


Black pat. vamp, kid top, covered 
heel, turn sole, 9-in. lace. . 


STYLE NOTES FROM RETAIL SHOE MERCHANTS 


T. E. Moseley Co., Boston, Mass.—“A patent leather vamp oxford with black satin quarter is a popular 
model. It appeals to the woman desirous of obtaining a fashionable street shoe. It is also suitable for semi- 
dress occasions.” ‘ 

Ike Kempner & Bro., Little Rock, Ark.—‘‘We are buying heavily on brown kid, both in the high heel and 
the walking heel, for this season and Fall.” 

W. G. Simmons Co., Inc., Hartford, Conn.—“The pump which we have sent you has several features 
which accounts for its top notch place asa seller. It is first of all the very latest and last word in this season’s 
pump styles.” 

J. & J. Slater, New York City.—“‘One of our very best sellers for Spring and Summer is a dark brown kid 
turn pump which you are featuring elsewhere in this section.” 

, Soe ee Co., Orlando, Florida.—“‘Seventy-five per cent of the low shoes we are selling are 
oxfords. 

Collins, Birmingham, Ala.—‘‘Our colonial patent pump style has proved one of our best sellers this season. 
Black kid colonials of a similar style have been a close second and stripped pumps third.” 

Sommer & Kaufmann, San Francisco, Calif.—‘Men’s Koko bals and oxfords on a medium English last 
are proving very ready sellers in Tan Russia, Cordovan and Gun Metal.” 

Robinson Bros. Co., Salt Lake City, Utah.—‘‘We think that a black kid shoe, nine inch cut, with long 
drawn out vamp, high Louis covered heel will be the most prominent seller this Fall.” 

Harry A. Drachman Shoe Co., Tucson, Arizona.—‘‘An oxford of white kid with military heel on English 
last or pointed toe is a good one for Summer and Fall. This style in a brown or black 81% to 9 in. lace boots 
will be good for late Fall and Winter.” 
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A Suggestion for an Advertising Stunt 


Decorative Floats for Civic Parades Are Effective 


PARADE of Spring and Summer styles would be a 
A fitting feature of some local celebration. Many towns 

and cities have flower shows in the shape of parades. 
There are town-boosting parades, May day parades, Fourth 
of July parades, in fact, a full gamut of outdoor pageants. 
Here is an excellent idea for an advertising feature. This, 
combined with your local newspaper ad, will result in bringing 
more customers to your store. 


Floats Will Sell Merchandise 


The retail shoe merchants of the various communities 
should ascertain the time of a local celebration and through 
co-operative effort arrange for a parade and a series of floats 
which will not only add interest to the occasion but will sell 
merchandise. A prize might be offered by your local associa- 
tion or board of trade for the best float, thus eveniie 
entries in this trade event. 

The boys returning from the service are interested in the 


offerings of the merchants in “Cit’s” footwear. Their 
mothers, wives, sisters and sweethearts are also imterested. 
The retail shoe merchants of the country performed a 
splendid patriotic service during the war. They are entitled 
to their full share of business during peace. 


An Attractive Style Show 


In a list of attractive. advertising features a prominent 
place should be given-to a “retail style show,” as staged on 
the float of the retail shoe merchant in his local parade. 

The float shown in this illustration made an attractive 
appearance. The little miss was indeed the queen of the 
fete. The merchandise displayed received more than usual 
attention. The shoe was of white and the floral decorations 
were of white and pink with green foliage. Ribbon reins of 
white added a touch of daintiness to the float. 

This is a skeleton suggestion which may be developed 
along original lines for better and bigger merchandising. 
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A Nationally Known Merchant Says “Deliveries Require Thought---Selling 
Is a Simple Matter’’ 





Styles from Merchants’ Stocks 





Throat Patterns Lead in Demand 





HOE merchants of Washington unite in declaring that 
business in their line never was so lively and collections 


never easier than at the present time. Prices, 
of course, are higher than in pre-war times, but 
shoe buyers do not complain. Indeed to pay ten 
dollars and up for a pair of shoes is regarded as a 
very ordinary transaction. Few citizens, especially 
among the fair sex, expect to be accommodated 
with pedal coverings for less than half a score of 
dollars. 

Robert Berberich, of the firm of Robert Berbe- 
rich Sons, one of the largest shoe merchants in the 
District of Columbia, said the trade was not so 
much concerned about disposing of its stocks as 
it was anxious about obtaining the footwear neces- 
sary to meet the demands of the District. Obtain- 
ing merchandise was the problem which required 
intense thought. Disposing of it was a simple mat- 
ter, Mr. Berberich said. 

Mr. Berberich said that the day of the cheap shoe 
had gone in Washington. People have acquired 
the habit of wearing expensive footwear and they 


like it. They find that in doing so they not only promote com- 
It would be impos- 


fort, but they promote economy as well. 








1-4 HE 


sible to convince the average Washington woman 
that a shoe at less than nine or ten dollars is really 
wearable, Mr. Berberich declared. 

“Of course we keep the cheaper grades, but we 
sell very few of them,” said Mr. Berberich. ‘The 
habit of wearing good shoes has become so fixed 
with the average Washington woman that if 
you were to tell her you had a good shoe at: five 
dollars or less she would immediately jump to the 
conclusion that instead of running a first class 
shoe store you were running a dump, a place where 
the very poorest grades of footwear are bought and 
sold. 

“Talking of the Cuban and military heels, I 
could show you a large stock that we have been 
carrying for months and which we vainly have 
offered for sale. We have retired them from our 
shelves and now only show them when requested 
by one of our customers so to do. This simply 


shows that the shoe dealers do not set the fashions. They 
may have something to do with this, of course. But the fact 
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is, it is the buyer who determines what kind of stock you shall 
carry and what price you shall charge for it. 





Where Best Values Are Found 


“It is well known among shoe dealers generally 
that the buyer of shoes obtains a relatively better 
value when selecting high price goods. This is 
accounted for by the fact that the chief factor in 
shoe production is labor. It costs just as much to 
make a five dollar shoe as to make a fifteen dollar 
shoe. Hence when a man buys a fifteen dollar 
shoe he gets a vastly increased value in leather, or 
other material which goes into the manufacture of 
footwear.” 

Mr. Berberich said there never was so much 
money in Washington as at the present time. He 
declared that the people all seem to wear good 
shoes. Even the ordinary mechanic or laboring 
man fits himself out with a better grade of goods 
than he bought before the war and shops which are 
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advertising shoes at low prices don’t seem to be able to 
make the impression on the buying public that they did in 
pre-war times. 

“Of course shoe dealers look at the feet of pedestrians more 
than other citizens do,”’ said Mr. Berberich. Their 
training makes this inevitable. I have noticed 
since the war a vast improvement in the quality 
of shoes that Washington citizens wear. A man in 
overalls with his coat in ribbons is usually equipped 
with good footwear. It seems to be a habit in the 
District of Columbia, and I should say it is a most 
commendable habit, too. 

“Often laboring men come into our stores and 
buy shoes at ten dollars a pair and even at higher 
prices. This at first amazed me, but I have in the 
past few months become accustomed to it and am 
not at all surprised when a good citizen in overalls 
asks me for a pair of shoes not higher than ten 
dollars.”” 


How Long High Prices Will Continue 


Mr. Berberich was asked how long in his judg- 
ment the people would continue the practice of 
buying shoes at high prices. 

“Just as long as the trade continues to supply goods of 
high quality justifying the prices,” said Mr. Berberich. 
“Of course, if the price of labor comes down the cost of 
shoes will be affected. Naturally if an article is produced 
at a price lower than can be done now the public will be given 
the benefit. But in Washington the people don’t seem to 
be at all discouraged by high prices. They pay them cheer- 
fully. They have lots of money and they think one way to 
spend it is to provide themselves with the best obtainable 
footwear. 

“In this they show good taste and good judgment. As 
long as they are able to earn the money they seem to be willing 
to spend a liberal percentage of it in pedal equipment.” 

Mr. Berberich is one of the most aggressive citizens in the 
District. He is actively concerned in nearly all patriotic 


Three Clever Colonial Styles Without Buckles 








movements and in every campaign for the sale of Liberty 
Bonds, thrift stamps and other government securities he has 
been among the foremost. He is one of the four minute men 
and has delivered hundreds of patriotic speeches in the 
District and elsewhere since the outbreak of the war. 


More than half of his sales force went to France or into 
camp to serve their country and he has arranged to take 
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back into his service every man as fast as he returns to 
Washington. He has done much to stabilize the shoe 
industry and during the conflict helped the War Industries 
Board in its efforts to restrict the industry tothe actual 





needs of the people so that energy could be released for service 
in war or in producing war equipment. 





Wisconsin Shoe Retailers’ Association 
Considering May 8 as Convention Date 

The Milwaukee Shoe Dealers’ Association, through Presi- 
dent A. B. Caspari, 63 Wisconsin Street, has issued a cordial 
invitation to the Wisconsin State Association to hold its 
annual convention in this city on Thursday, May 8, the date 
of the regular monthly meeting of the local organization, 
and there is every indication that the state officers will | 
accept. A definite decision is expected to be made soon. 

It is now more than a year since the Wisconsin association 
has held a general convention. Several times dates were set 
but circumstances arose which made postponement necessary 
or advisable. In order to encourage greater interest in 
National, State and local association affairs, President 
Caspari, who is a director of the National body, has evolved 
a plan which is meeting general approval and should make 
the coming convention one of the best attended and most 
profitable ever held by a State association. Mr. Caspari 
said today: 

A. B. Caspari Has Good Plan 

“T am suggesting to President Fitzsimmons and his fellow 
officers of the State association that they call the convention 
at Milwaukee on May 8, so that our society may prove its 
hospitality and come into closer contact with the shoe dealers 
of Wisconsin. We hold our meeting on the evening of that 
day and I feel that it would be a good thing to join the two 
organizations in a get-together banquet, with speakers of 
national reputation to give us inspirational and educational 
talks. The State association could devote the day to its 
own business sessions and spend the evening as our guests 
at a dinner. Our good friend, Field Secretary Sloane, has 
expressed his willingness to make a special trip to Milwaukee 
for the occasion and he hopes to bring some ‘big guns’ of our 
National association.” 

The sessions and the banquet as well probably will be held 
in the Milwaukee Athletic Club building, which is the head- 
quarters of the Milwaukee association. However, the details 
of the affair have not been fully worked out, pending the 
receipt of further information from State association officers. 
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What Is Stylish in Paris—Reproduction of a Double Page Insert in Colors 


Styles from Paris Elaborate in Decoration 


More Style Than Ever Before in French Footwear Fashions 


By MISS LAURA HUBBARD 
European Department “Boot and Shoe Recorder,’’ 2 Rue Des Italians, Paris 


skirt. In addition, the skirt was very.scant, so scant 

that when the woman walked it separated, making a 
display of silken hosiery, which should have delighted the 
soul of any mere man, particularly of the man who is the 
maker of silk stockings. 


> was knee high! What, the boot? No, the slit in the 


At a Recent Premiere 


The costume thus described appeared at a recent premiere, 
or first night at a Paris theatre. It was worn by the chic-est 
of chic Parisiennes, and was made of black taffeta embroidered 


in gold. The corsage was hardly worth mentioning, consist- 


ing as it did of a wide girdle and a strap over the shoulder; 
while the skirt was short, it was slit and was overhung with 
a full knee length tunic, stiffened over the hips. The slippers 
and the stockings were the feature. The stockings were 
black, embroidered in gold clocks, and the slippers were of 


black satin embroidered in gold with high Louis XV heels 
covered with cloth of gold. There was the tiniest kind of a 
bracelet strap on the slipper, and this was of the satin and 
fastened with a gold button. 


Slippers with Contrasting Heels 


The point of this description is that fabric slippers matching 
the gown, with contrasting heels, are the note in evening 
footwear. The heels may be of metal cloth or of bright 
colored satins, but in either case, they must be in striking 
contrast to the color and the fabric of the slipper itself. 

Quantities and quantities of metal cloth evening slippers 
are seen, made in the form of a mule, with high heels in bright 
colored satin. The slipper is bound with satin in the same 
color as the heel, and in addition the vamp and the heel are 
joined together by two narrow straps of the satin. 

For the most part, evening slippers are simple in cut, but 
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are made of rich materials and show elaborate toe ornaments 
of brilliants, of lace, of feathers. Usually, the lace or feathers 
form a high colonial tongue which is caught at the base by 
an elaborate buckle of brilliants or of cut steel. 


Bracelet Slipper for Day Wear © 


In day shoes, the low slipper takes precedence over all 
other styles, notably the bracelet slipper and the low cut 
patent leather single strap pump. In fact, it seems as 
though the shorter the skirt the lower the shoe, which is 
after all rational, for unless women consent to wearing high 
riding or Russian boots, there is no possible chance of the 
shoe ever catching up with the constantly receding skirt. 
As a matter of fact, the skirt at present is like an outgoing 
tide, so it is better to be shod with a low shoe which makes 
no pretense of meeting even half way the former’s advance or 
retreat. 

Therefore for day wear it is the low shoe, and the low shoe 
alone, which is worn. These are of various styles. The 
bracelet shoe in more or less complicted form, and the single 
and the multiple strapped slipper of Directoire inspiration, 
one and all are seen. In addition, the high tongue colonial 
walking pump in patent leather, in dull kid and in suede is 
noted. 


Slippers of Brown with Black Costumes 


Slippers of brown buckskin are very fashionable for wear 
with all black costumes, or with black costumes trimmed in 
brown or in light tan. 

Brown satin slippers worn with silk stockings in light 
‘‘cafe au lait’? and in champagne tones are also conspicuous 
and are worn for street as well as for the house. Cream 


stockings in a very deep cream are also worn in the street , 


with low black patent leather ties. Cafe au lait and cream, 
in fact, have entirely replaced gray as the modish color of 
the moment. 
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The Scottish Tie 
There is still a marked and continuous preference shown 
for the so-called Scottish tie, this an oxford with overhanging 
tongue which conceals the lacing. One of the newest models 
which has been brought out in Paris of this style is of black 
patent leather with overhanging tongue made of lacings of 
colored suede and black patent leather. 


Combination Effects 


In general, shoes in Paris are elaborate in decoration and 
are made in the combination of two or more fabrics, or of 
leather with a fabric. Black with light tan is the smart 
color combinatio. for street wear. Practically nothing newér 
than the bracelet and the half shoe launched the first year 
of the war has been seen in Paris. The entire novelty and 
the originality of all the new models is to be found in the 
trim. 

Deep Cream and Tan the Favorite 

Perforated trims are extensively used and are well liked in 
two color combinations, that is, showing underlay of a 
different color. Black and white combinations are still in 
demand, but white is gradually giving place to deep cream 
and tan. 

High shoes when worn invariably have light tops which 
match the costume with which they are worn. The gaiter 
top boot, that is to say, the boot with high cloth top buttoned 
at the side, and extending over the vamp to the sole of the 
shoe, is the most fashionable form. The lace boot is worn 
to some extent, but chiefly in the more popular selling type 
of shoe. 

A Tendency to Longer Vamps 

It is interesting to note that there is a gradual tendency 
in France towards the adoption of the longer pointed toe in 
American style. France, however, is still far from the 
exaggerated length and point of toe which America has 
accepted. 


Albert E. Newton 


Veteran Retail Shoe Salesman, with a Record for Faithful Service, Tells of Early 
Shoe Merchandising 


LBERT E. NEWTON of Worcester, Mass., holds the 
A record of fifty-three years with the same firm. Mr. 

Newton won the second of twenty silver cups given 
by the Worcester Evening Post on December 22, 1917, to 
those who have remained in faithful service with one concern 
the greatest number of years. 

Bemis & Co. is the Worcester firm with which Mr. Newton 
became affiliated on April 10, 1867. He was then sixteen 
years old and had completed a course at Howe’s Business 
College. When he made his application to the late Edward 
Bemis for a position in answer to an ad, his first visit: was not 
encouraging but in response to Mr. Bemis’s query, “Young 
man, do you want work,”’ he assured him that he did. 


Begins Work in 1868 


He began to work as a shoe salesman in 1868 and in 1875 
took charge of the books. It is interesting to hear from Mr. 
Newton the various styles of shoes for men and women which 
have been sold by Bemis & Co. during the period with which 
the has been connected with them. 

“Button shoes for women and grain shoes for women were 


the style until 1880. The heavy shoes worn by men today 
are not as heavy as those worn by the women of that time. 


Individual Cartons in 1880 


“In those days the shoes were packed in large cases, in 
which were about sixty pairs. High grade shoes came in 
smaller cases. In 1880, shoes began to be packed in individual 
boxes. The Bemis & Company was the first Worcester shoe 
store to introduce the individual shoe boxes. We got the 
idea from a drummer who sold us the Pratt & Holden French 
Kid Boots. 

“Up to 1875 ladies’ French kid shoes were imported and 
sold for $5.75. This was considered a high price, and only 
the well-to-do bought them. After 1875 kid shoes were made 
in America. 

1867-1875—Copper Toe Era 


“‘From 1867 to 1875 children’s shoes were made with copper 
toes, heavy split leather, in sizes from 6 to 2, selling from 80 
cents to $1.25 a pair. You couldn’t hire a youngster to wear 
that kind of a shoe today. 

“In those days shoes were sold over the counter like other 
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National 
Boot and Shoe 
Manufacturers’ 

Association 











(a). “Raw Stock,” O. C. Howe, Sands & (c) 
Leckie Co., Boston. S 

(b). “Sole Leather,”” E. G. Howes, Howes 
Bros. Co., Boston, and Arthur W. Welling- 
ton, U. S. Leather Co., Boston. 

(c). “Upper Leather,” August Vogel, Vogel 
& Pfister Leather Co., Milwaukee, C. P. 
Hall, American Hide & Leather Co., 
Boston. (d). 

(d). “Goatskin,” Laird H. Simons, Wm. 3 
Amer.Co., Philadelphia, Secretary Morocco 


Walter J. 


National Shoe Wholesalers’ Association. 





PROGRAM 


Thursday Session (6). Retailers, A. , Geuting, President We Worenben i Philadelphia, Walter . 
: National Shoe _ Retailers’ Association, n; Maine, R. P. Hazzard; New 

1 “Survey of Conditions in Comparison with Philadelphia; W. W. Willson, Boston; Hampshire, H. E. Slayton. 
Those Prevailing January 15.’ H. B. Scates, Wm. Filene’s Sons Co.,Boston. “Thoughts and Snqgestions,” H. B. Endi- 


Manufacturers’ High Grade Men’s 
Shoes, Henry W. Cook; Medium Grade 
Men’s Shoes, Herbert Drake, Robert W. 
Smith; High Grade Women’s 
Hallahan; 
Women’s Shoes, Frank R. Briggs, Mark 
w. Selby; Misses’, Boys’, Youths’ and 
Children’s Shoes, Frank 

“General Conditions,’ 
“Labor Problems, Conditions, and Hours of 
pnoeenens 8 in the Various Shoe Centers.” 


Manufacturers’ Association. Lynn, A. M. Creighton; Chicago, Milton 5 “Report upo' of Allied Conference 
2 Survey of Conditions from Point of View of Brockton Ho _— ‘Kent: Ban Committees,” ¥ rank - Briggs. j 
(a) Wholesalers, Byron S. Watson, Greene- mond P. Morse; Cincinnati, John G. © “Miscellaneo and Topics 
Anthony Co., Providence, President Halters: Rochester, Frank X. —» | St. Suggested.” 
Louis, John A. Bush; Milwaukee, F. L. 7 “Statistical,” A. B. Butman. 


Spring Meeting 
of 
Executive Committee 
Copley-Plaza Hotel 
April 24 and 25 











cott, Charles H. Jones. 

“Reflections and Discussion of Plan Now 
in Operation in the Clothing Industry at 
Rochester,” Prof. Jacobstein, Labor ~ 


Chose, Manager Stein- Bloch | Company. 


Medium Grade 
Friday Session 


“Foreign Markets,” E. B. Terhune, “The 
Boot and Shoe Recorder; H. I. Thayer, 
re Foss Company; Henry W. Cook, 
A. E. ae Company. 


‘ayne. 4 
’ F. A. Miller. 














merchandise, such as shirts and hosiery. Of course, we tried 
them on if they were fussy, but the majority had them 
wrapped up, or tried them on themselves. Can you picture 
a woman trying on her own shoes at a shoe store today? 
Well, it was done years ago. 

‘“‘How amusing it was years ago to watch the men take the 
pegs out of their pegged shoes. Today a shoe clerk would be 
roughly handled if a customer tried on a shoe with a nail. 


Oxfords and Bluchers Appear in 1890 


“Oxfords and blucher cuts made their appearance on the 
market about 1890. These shoes came in for ladies at first. 
In the early 72’s a woman who wore anything but what was 
considered proper, such as I have described, would have been 
mobbed; that is, high heel shoes or pumps and oxfords. 

“About 1870, there was a patent leather shoe for men on 
the market, sold at $8.00, but few were sold, as only the 
very wealthy would buy them. Today $8.00 is considered a 
nominal sum, and if you want to make an impression you 
must buy shoes from $12.00 up. 

‘In 1887 the Bemis & Company put out the Columbia shoe. 
This shoe is made exclusively for us. We named it Columbia, 
after the great exposition which was held in Chicago at that 
time. At that time we sold the shoes for $3.50 and the 
present price is $8.50. This will show you the advance in the 
leather market. Up to ten years ago the shoe sold for $3.50 
and then went up to $4.00, and within the last ten years it 
went up gradually. 


Serge Shoes for Dress 


“For dress occasions the women wore serge shoes. These 


came in 10, 11, 14 and 18 serge thread. Each shoe clerk had 
a glass through which he could determine what quality 


thread was in the serge. Lace shoes and blucher shoes were 
in vogue for general wear. 

“The Goodyear welts first appeared in the early ’80’s but 
it was not until 1900 that they were popular sellers. Today 
shoes with Goodyear welts are the biggest sellers. 

‘During all these years I have seen the growth of this 
pioneer shoe store. Many of the children who were brought 
here by their fathers and mothers, twenty-five to fifty years 
ago, are still trading here, and I know many who first came as 
little tots themselves, who have children of their own who 
buy their shoes here. This, of course, makes me happy to see 
my boyhood friends’ children coming to see me, as their 
daddies did. 

‘‘We have scores of customers who send in their orders for 
shoes from distant cities. They traded here while in Worcester 
and still give us their patronage. 

“The shoe business has certainly grown in Worcester, and 
so it should, as Worcester is a large city. I welcome all new- 
comers in the shoe business, for their success is assured in 
this Commonwealth, if they give good service to the public.” 





A Burglary in Ohio Store 


About a month ago a burglary occurred at the store of 
Albert I. Holtzhauser, Mt. Healthy, Ohio. The thief seemed 
to favor the shoes made by the Marion Shoe Company of 
Marion, Indiana. A description of the shoes taken is as 
follows: ; 

No. 7393, Dark Mahogany Pullman Toe; No. 1303, Black 
Gun Metal Button; No. 7392, Dark Mahogany Ciney Toe; 
No. 7394, Cordo Calf English Toe. In addition to these 
goods, they also took some lace oxfords which were made 
by the same firm. 
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Getting the Right Perspective 


Three Types of Merchants Analyzed 


By GEORGE PEAK, Warrensburg, Mo. 


ANY business men are like the Arab’s camel, blind 
M in one eye, and thus are aware only of the succulent 

grass that grows on one side of the road. To them 
their business is only half a business; and since the ring of 
their cash register is dependent solely upon the part they 
have developed, that register must loaf half of the time. If 
these men would foster the other side of their enterprise, 
instead of letting it wither away and become as unproductive 
as a paralytic arm, the stream of coin that flows in, would 
double in volume. 


The Ultra Conservative Merchant 


There is the type of merchant whose mainstay is the 
excellent quality of goods he carries. He bases his whole 
chance for success on this feature. The replenishing his 
stock is a proposition next to religion to him. He is ultra- 
conservative and deals only with wholesale houses which by 
long years of service have proved their reliability. He is 
wary of “‘deals.”” Each article that he places in his stock 
he considers as carefully as though it were going into his 
own home. Naturally his selection tends toward the durable 
and staple and away from the flitting styles of the moment. 
So well has this man lived up to his ideal that a customer can 
go into his store blindfolded, call for an article, and go away 
with the full value of his money. 


Like Merchant—Like Customer 


This commendable trait binds to this man a following of 
people who in their own make-up partake of the same char- 
acteristics so dominant in this merchant. True, it takes 
years for them to know him; for they are a class of customers 
who measure him, as a merchant, by the same strict rule that 
he himself lays upon the wholesale houses. The very slow- 
ness of the growing hold upon his trade, however, has its 
virtues. By an unfailing law of the human mind, these 
people, when once attached to his firm, stick so tightly that 
they could not be driven elsewhere with a sledge hammer. 
The store becomes an actual part of themselves. An article 
from it bears to them a brand. of superiority; and often so 
exaggerated is their loyalty that they cannot be convinced 
that an identical article, purchased from another establish- 
ment, is half as good. 


A Fair Success Type 


As far as he goes, this man is to be lauded and emulated; 
for he is an example of one of the main bulwarks of business— 
but just one. He is the kind of merchant who setting up 
in a community has the ability to stay there a lifetime. He 
is the type that is so often found in the deep-rooted kind of a 
business that is inherited from a father, enjoyed, and then 
passed on to a son. The reputation of his establishment is 
sacred to him and rightly so. He holds it as a monument to 
himself and would rather meet death than see bankruptcy 
close its doors. A fair success is his. He may be able to 
retire early and certainly has the respect of all who know him; 
and yet, in spite of these apparent rewards, he, when the 
situation is squarely analyzed, is being robbed of half of his 
commercial birthright. He is subsisting on half a loaf. He 
is appealing to only a limited portion of the trade. To sum 


him up, he is an excellent buyer and stock man, but as a 
salesman he is nil. 


The Opposite to the Conservative 


On the other hand there is the type of merchant who is the 
exact opposite of the conservative merchant. This man’s 
chief asset is in his head rather than arrayed on his shelves. 
His dividend-producing capital is in a brain shrewdly trained 
in putting goods, whatever kind they be, across the counter 
into the hands of the customer; and often so keenly trained 
is he in handling the customer that he many times sells. 
what he has not. 

He is the kind of chap who from boyhood up has been a 
good mixer. Foibles of people have been his textbook and 
story book combined. He has merely followed a natural 
bent; for the power to sell was born in him, and he has 
nourished that talent faithfully. By birth and capability 
he is a blue sky artist; and that he has not turned to that 
lucrative field instead of entering honorable merchandising 
is but a proof of the strength of his integrity. Yet with all 
this talent at which we marvel, he, too, fails to lure to his 
store a large part of the trade which he should by right enjoy. 
The ability to send a customer away with a smile on his face 
is not necessarily the ability to bring that customer back. 
Because a merchant possesses the personality to make pro- 
ceedings run like velvet while a customer is at hand and 
within range of voice does not insure an everlasting grip on 
that customer after he has gone home, where cool judgment 
will reign. 

Salesmanship Only One-Half 

Salesmanship is only half of a business; and a man who 
spends all his thought on this phase will soon find himself 
without a business on which to practice the art that he has 
permitted to monopolize him. He, too, like the other mer- 
chant, is blind in one eye—but his is the other eye. He is 
as helpless as a one-legged man without a crutch. Lucrative 
enterprises that last demand stable foundations; and this 
expert extremist, skilled only in the craft of selling, always 
awakes some day to the fact that his store is filled with shoddy 
goods. He did not intend that they should be there. He 
had no other thought than to give his customers one hundred 
cents on the dollar; for he, too, like the first merchant, covets 
the respect of the people as well as his share of their trade. 
But too late cutting whispers reach his ears that his store is 
unreliable and cheap. These damaging reports are started, 
he learns, by the very persons he strove so hard to please. 

The reputation of his store is gone. Time and the kind 
of goods that he carried outstripped all the power of his 
salesmanship. There awaits for him but one choice—to 
move elsewhere; for his is the type of business mind that 
makes tramps of business establishments, concerns that flit 
from town to town grabbing what they can and moving on. 


Proficiency Through Well Balanced Judgment 


Again, there is the type of merchant who arrives at pro- 
ficiency by the straight road of persistence and well balanced 
judgment. Usually he is not hampered at the beginning of 
his career with a talent, in some other direction than mer- 
chandising, which by the very height of its ingenuity leads 
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Now on the road—soon in your town—with Cincinnati’s premier 
line of men’s and women’s welts. 

A line profuse in styles—prolific in values—fraught with unusual 
selling possibilities. 


Present-day shoe merchandising—involving critical comparison 
and selection—compels the immediate inspection of this season's 


Manss-Owens line. 





CINCINNATI, 
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These men will show you revelations in new lasts and patterns. 


They will show you strictly hand lasted shoes—men’s and 
women’s. 


They will show you shoes of established dependability—of 
known merit. 


They will quote you prices that are correct. 
Be sure to view their samples; they are certain to win your 


favor. 
ABOKLS “Ox. 


OHIO 
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SIX BIG 
~ VALUES] 


Dainty out of the ordinary slipper novel- 
ties that will sell on sight. A genuine 


treat awaits your customer—a volume 
of sales awaits you. 


No. 713. Corduroy Slipper No. 705. Cretonne Boudoir 


sli made of fine narrow 

e sole and pom-pom. = Pink, Blue, Copen, 
d Lavender. Sizes, 3 to 8. 

— es Price $12.00 Dozen 


A most ular all-round house 
corduroy. Fibre 


No. 704. Princess 


Comfortable pon-ton fibre slipper lined washable terry cloth, 
with a cuff; corduroy bound; fibre sole silk pom-pom. Ladies’ 


sizes, 3 to 8. 
Price $10.50 Dozen 


‘YANN! 


No. 706. Poplin Slipper 


A more comfortable slipper could not be 
desired by any woman for her boudoir, 
made of fine poplin in plain solid colors of 
ink, Blue, Copen, Rose and Lavender. 
Ladies’ sizes, 3 to 8. 


Price $9.00 Dozen 


Big Savings for prompt Buyers. 


An ideal cretonne slipper for women desiring house comfort; 
padded sock lining; fibre matting sole: silk pom-pom. ink 
nivata. istkate. CC CC 

Price $10.50 Dozen 


No. 701. Crepe Slipper 
Made of serpentine crepe with pretty floral designs to match 


Pink, Blue, Copen, Rose and Lavender. Ladies’ sizes, 
3 to 8. 


No. 707. Straw Slipper 


T H E Y ° R E Pn 2, with rtine ling, 
nk, 


silk pom-pom and binding in colors of Pi 


I N STOCK = Ley Rose and Lavender. Ladies’ 


Price $8.50 Dozen 


Temptingly priced for Large Quantity Users. 


K. M. STONE IMPORTING CO. 


12-14-16 EAST 22nd STREET 
nn 
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him out of the run of sane business into a dwindling by-path 
that doles out less and less returns. The more mediocre he 
is at the start, the better is his chance for success; for thus 
he is able to develop side by side what talents he has and 
not permit one to smother out the other. 

When he enters a community to set up a business, his big 
aim is to sell all the people—he knows that he cannot do 
this, but it is a goal that stimulates him just the same. He 
chooses the best location he can secure, and that to him 
means the one that will appeal to the largest number of 
people; for you see this one ideal of all the people is the 
centre of his entire policy and from it every activity must 
radiate. 

This man is not afraid of printer’s ink and good white 
paper; for he knows that most people read something or 
other if it is only the calendar on the wall. It should be 
understood, however, that he does not ride in a brass band 
wagon in thus bringing his concern before the public; nor 
does he hide his individuality in a closet; since to do either 
would isolate him from a considerable portion of the trade. 


Stocks With Good Goods 


He stocks with good goods, as this is the only drawing card 
that takes with a certain type of customer. True, he 
realizes that another class of people, not such a small class 
either, do not appreciate the difference between a first-class 
article and a second-class article, and who pay far more 
attention to the manner in which a package is wrapped up 
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and handed to them than they do to what is inside. He 
wisely reasons that he can make the first-class article serve 
both types of people and does not make the mistake that 
many merchants do of trying to keep in stock various grades 
to suit various persons. 

When it comes to the service side of the business, he takes 
the other angle and strives to please every customer as 
though he were of the type that feasts on service; for he 
knows that, although a man’s mind is so intent on the quality 
of goods he is buying that he is blind to the service he is 
receiving, he will not be driven away simply because he gets 
what he wants in a pleasing manner. 


An Extremist in Both Directions 


Unlike the conservative stock man and the expert salesman 
he is not an extremist in one direction, but he is an extremist 
in both directions. Keenly he studies the methods of the 
other two and boldly copies the world of good that he finds 
in each. Using the good points of these other two mer- 
chants and blending them together as an example of a well 
balanced merchant, this man applies the pattern to himself 
with a critical eye and carefully fashions each department of 
his mental equipment to suit. Introspection is a habit with 
him. He sees himself as he is, the strong parts and the weak. 
Thus he is never at a loss at just where to apply the spur. 
That is the reason that customers of great number and all 
classes are seen before his counters and his cash register is 
heard marking double-quick time. 


“It’s Not Sold” 


Suggestions to the Store Salesman 


By C. L. KETCHAM 


OW often do we hear that little remark. Or perhaps 
H it is ““We can’t get it” or “It’s not made any more.” 
Once in a while it is a fact that a certain article isn’t 
produced, and can’t be bought for love or’ money unless you 
happen to’strike it on some back shelf, but ninety-nine times 
out of a hundred the store is out of that particular article 
for some reason or other, and doesn’t want to say so, and 
thinks by insisting that it can’t be obtained anywhere, the 
customer can be persuaded to buy a substitute. 

This kind of argument obtains in all stores, but the woman 
shopper comes up against it the most when she is out buying 
things for her husband. Generally the man wants what he 
has always had or something he has seen on some man at the 
office, or his wife wants him to have something she has seen 
and thinks he should have. In any event she enters the 
store with a very definite idea of what she wants. Suppose 
it is a shoe store and she asks for rubbers of such and such a 
size with “reinforced heels.”” The salesman says, ‘‘Yes, in 
just a minute,” etc. So she waits patiently. Finally the 
salesman returns.and tells her men don’t wear reinforced 
heels in rubbers. As she knows perfectly well they do, she 
is exasperated and leaves; or she asks to see rubbers and keeps 
on having them shown, until she finally finds the kind she 
wants. This happens when “reinforced heels’ isn’t the 


description the salesman recognizes, and he doesn’t take the. 


trouble to inquire to see if he car find out just what it is she 
wants. Or perhaps the salesman knows what she means, but 
the store hasn’t sold that kind or can’t get it. 

The proper thing to do then is to tell her at once and frankly 
that the store hasn’t the article in stock. Then she will go 
to' another store to be sure, but she will not leave with a 


sense of exasperation and a determination never to enter the 
store again. 

If it is gloves and she wants a certain kind of lining and the 
proprietor knows for a fact that this sort of glove is no longer 
manufactured, it is a service to tell her, and if possible to do 
so in a few words. Then she does not hunt fruitlessly in 
other stores. But if the proprietor tells her this and per- 
suades her to buy another style of glove, and later she chances 
upon the kind her husband wants in another store, she is 
annoyed and justly so. The store may have succeeded in 
making a sale, but it has lost all future sales from this customer. 

When the man goes shopping himself, which seldom 
happens if he can possibly get his wife to do it for him, he 
either knows what he wants or he depends upon the salesman 
to see that he gets the right thing. The salesman should not 
mix up these two styles of customers. If a man asks for a 
certain kind of shoes and seems to know what he is talking 
about, and the store does not sell such a shoe, the only thing 
to do is to tell the customer frankly you haven’t it and ask 
him if he would like to see some other make. But don’t try 
to persuade him that because he can’t get that kind of shoe 
at your store, he cari’t get it anywhere. The argument does 
not work with him any more than it does with his wife. 

If the man depends upon the salesman’s judgment to see 
that he has the right style of shoe, don’t take advantage of 
him and try to work off old stock on him. Even if he is 
satisfied, the chances are his wife will not be and after she 
has scornfully told him his footgear is old style, he is not 
going to feel kindly towards that store. 

The idea is not to make a present sale at all costs, but to 
win the customer for future sales. 
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Attractive 
Footwear 


UNDIN Shoes are 
always attractive and 
they are just as highly ap- 
preciated for their wearing 
qualities and reasonable 
prices as for their style and ° 


finish. 





Here is a splendid Summer 
seller. We have many 
others equally good. 


The LUNDIN Shoe is a 
dress welt, for men ex- 


clusively. 


LUND-MAULDIN Co. 


MANUFACTURERS 
St. Louis, U. S. A. 
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George A. Pierce of E. E. Atkinson & Co., 
Minneapolis, says the shoes they sell that 
are equipped with Nedlin Soles give remark- 
able service, and not a single pair has been 
returned. 

























Shoes, fitted with Nedlin 
Soles, are readily bought 
when the clerk points 
out the advantages of 
extra wear, added com- 
fort and waterproofness 
to the trade that he 
waits on. 









Those shoes that receive 
the hardest usage serve 
best when Nedlin-soled 
—men’s business shoes, 
women’s walking shoes, 
shoes for boys, growing 
girls and smaller chil- 
dren. 




























oles 


Nedlin Soles are made by The Goodyear Tire & Rubber Co., 
Akron, Ohio, makers of Wingfoot Heels—heels so good 
that only 1 pair in 352,000 is returned for adjustment, though 
they are guaranteed to outlast all other heels, rubber or leather. 


NeolinS 


Trade Mark Reg. U.S. Pat. Off. 
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36 Pair 
Case Lots 


For Immediate Shipment 


Black Kid 
Lace. Oxfords 


Goodyear Welt 
208 Last, 14-8 Cuban Heel 


Price $3.85 


Net 30 Days 


STYLE B 438 


Sizes run as below 


Pairs 1 1 
AAA 5 5% 


Pairs 1 
AA 4% 


Pairs 1 
A4% 5 


Pairs 1 2 
B4 4% 


Wire Your Order Today 


CP forg @ Co 


ROCHESTER,N.Y. 
New York Office, 127 Duane St. E.H. Talbot 


A TRUFIT 


Is the Best 


SPAT 


The fit is guaranteed and the line is made 
of superior quality materials. 


Felt and Cloth all Standard Colors 
PROMPT DELIVERY > 


Samples and Prices on request 


Laing, Harrar & Chamberlin 


43 N. 3d St. PHILADELPHIA 


“Make Buyers out of Passersby”’ 


Distinctive window displays—dis plays 
which attract the attention of passersby— 
require out-of-the-ordinary fixtures. 


Hugh Lyons fixtures are different—and 
they make individuality possible in window 
displays. They are built by men who know 
how to make buyers out of passersby. 


Let us send you a complete set of our 
catalogs, showing our Chippendale, William 
and Mary, Queen Anne and Adam designs. 


HuGH LYONS & COMPANY 
0-4. 0 ae 18 oe ©) ee ©) ae J 0-3-9 8 0-9 = 
LANSING - MICHIGAN 


CHICACO SALESROOM 
234 S. FRANKLIN ST 


NEW YORK SALESROOM 
3S Ww. 32nd STREET 
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Stock No, 34 
Black Vici 
Whole Quarter Blucher 
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ITE-EASY @ 


\ Built by a fatented process with the famous 


K-B Patented Innersole 


Tre most Srevible and comfortable 


shoe made~ 
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Stock No. 92 
Tony Red Bal 
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Manufactured and Carried in Stock by 


CIVILIAN SHOE CO., 


WARD HILL, MASS. 
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CATALOG SENT UPON REQUEST 










Stock No. 30 Stock No. 37 
Black Vici Havana Brown Vici 
Whole Quarter Blu. Whole Quarter“Blu. 
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No. 602—RITZ 


Mahogany 
Russia Calf 
New York Bal. 


$6.50 





BOSTON, MASS. 










Two REAL SELLERS In 


Distinctive Plain-toe Styles 


IN STOCK 


Packard-branded or plain 


You Need 
Complete 


Stock 
Catalog 


M. A. PACKARD COMPANY 
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No. 626—RITZ 


Mahogany 
Russia Calf 
New York Oxford 


$6.00 


yr 
7 has 


Our 
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NEW YORK CITY 





























60 South St. Brockton, Mass. 127 Duane St. 
z= \ Z fDi— 
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THE SEASON WAS BACKWARD 


and the retailer was running a little slow. A 
creditor placed a claim with a collection agency. 
We also had a claim against the debtor. 

Here is part of a letter the debtor wrote to the 
creditor who did not give his claim to us: 


‘‘We do not need any Black Jacking Methods to 
bring us to terms. We know exactly the right 
ee the wrong and we are going to follow the right 
only. 

**Just to show you different business methods, we 
are enclosing you a letter from The Credit Clearing 
House and they did not seem to try to use Bulldoz- 
ing Methods and we are only too glad to abide by 
their demands, because they have their Patrons’ In- 
terest al heart. They try very much to avoid any 
expense and especially any litigations and they seem 
to do just what a person with good common sense 
should.”’ 

You profit by our Constructive Methods. 





The Credit Clearing House 
‘“*‘Builder of Better Credits’’ 
Offices in all important cities 
Executive Offices: 440 Fourth Ave. New York, N. Y. 
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THE ADVANTAGES OF 


2) 


P erfection 






Circlettes 





With the Sharp Shoulder and Broad Weer- 





ing Surface %. 
They don’t scratch floors They do protect . 
They don’t wear slippery They do stop uneven wear 
They don’t drop out The do prevent runover heel 





PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., 2%. 
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bw) Castle Havana Broun lashion Pete 


Ne Castle Leather Company Havana 
Brown Kid Bal., English Back Stay, 
Perforated Tip, Welt. 


Made and Exhibited by 


JOHNSTON & MURPHY, 


NEWARK, N. J 


Sudge L[t by Its llsers” 
New Castle Leather Company 
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Buyers’ Easy > a 


SAUUCOMSOUOUOUEEOOOUOOOUGEOECUCEUOOOUEECOOUOUOOUURECOUCOCOOUEPEROOEOOOOEEESL 


Ouane Huoe G. 
143 Duane St., NEW YORK 


Factory, Brooklyn, N. Y. 
Manufacturers of the celebrated 


Duane Shoe De Luxe 


The ultimate in Women’s Turned Footwear 


IN STOCK 


Sample Pairs gladly sent on request 
MTITITITT 











SHPERGRROGCGRCRRRUCRORCRERGRCRREGRRRERRRRRRRORRORREERERREOES 
ESTABLISHED 1884 


Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 


HAVERHILL, MASS. 


1S 





Its superiority is so 

generally recognized 

that our market is be- 
ing. constantly widened. 
Customers are amon the 
most discriminating judges of 
leather values. Useful wher- 
ever kid can be used, 

Expert attention to 


a TT WN 


mi " aD N Dosa INC.B 


eaaae nena 

















m Junction, N. H. 
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_ Bancroft Walker Company 


Famous for CLEAN shoes 


a nF 12 SRS Sees Pees eee: 














Logue Sele 


PREMIER SPATS 


Satin and Silk Moires in the latest 
shades. All the prevailing 
colors in Wool Kerseys 
Ask to see our ‘*Wooleather”’ 
Greatest Spat Cloth on Earth 


Hone fovoly (5 
senvan Tefen i Sole 


you want 


oo Cincinnati, Ohio. 


I Trib Bldg. 











Goodyear Welt, o 


PowelleCam hell 3 


= 122-124 Duane rane 





Dressy and Moderate Priced 


IN STOCK C 

White Nubuck,f—. ~ 

White Ivory Welting, s 

White Enamelled 

Heel. A to D, 2% to 
8 . 


$4.50 





Style 5332 


New York City. 

















aguas of HOTEL MARTINIQUE 


Broadway, 32d & 33d 
Sts., New York 
Direct Entrance to 
Broadway Subway and 
Hudson Tubes. 

One Block from 
Pennsylvania Sta. 
Equally Convenient for 
Amusements, Shop- 
ping or Business. 


1 Rates $2 Per Day and Up. 
A SPECIALTY 
155 Pleasant Rooms, 





The Martinique Res- 
tuurants are well 
known for food 





« BY pay dye that changes a faded tan or light colored leather, 
today. 











and reasonable prices. 





CORDO TAN DYE 


kid to a deep, rich cordovan brown, the popular shade 


CORDO Lhe yd is the a of exhaustive e 
aranteed to do all we — fo aw 


Send for trial 50c package Sith 10c added for parcel post— Ni 


% — $0.75 Pints $1.50 
3.00 % Gallon 5.00 


Gallon 7.50 
ARISTO PRODUCTS 
602 Myrtle Ave. 


BROOKLYN - « » ‘» NEW YORE 
have taken over the business of the New York Shoe Dyeing Co. 
ARISTO BLACK DYE will dye any leather a er jet 
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Model 0163. Dark Russia 
Vamp. Light colored 
top. Corded tip. On the 
“Best Bet” last. 
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In Stock 


Serviceable 
Shoes, Stocked 
in Button and 
Lace, made on 
Footform Last 
with Smooth 
Tread and no 
Tacks or Nails. 


Order Samples 
or Dozen Pairs. 
5 to8 

Gun Metal. .$1.70 
Tan Lotus.. 1.80 
Brown...... 1.80 
816 to 11 

Gun Metal. .$2.00 
Tan Lotus.. 2.10 
Brown 2.10 


“As the Twig is 
Bent, the Tree Inclines’’ 


Build up your business with the Youngster Line 
of Welt Stitchdown Shoes. They insure handsome 
profits for your children’s department and make 
satisfied customers for future business. It will pay 
you to feature these shoes. 


TRUITT BROS., Inc. 
Makers 
of — 


“*The Welt Stitchdown 
that has made good."’ 


Binghamton ° ° ° New York 














Shoe Buckles 


For Immediate Delivery 


Made of Cut Steel—From $8 to $12 per doz. 


Made of Jet, Steel and Bronze Beads—$30 
to $78 per doz. 


Made of Fabric and Tinsel Cord—good imi- 
tation of the real steel and jet and bronze 
effects—$4 to $12 per doz. 


All prices less 2 per cent if paid within 10 
days. 


Lippmann, Spier & Hahn 
Makers of Novelties 


1261 Broadway, Corner of 31st St. 
New York 
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e Style 260—One o 
Uérrect Dodg e- see epee 
F ‘ ’ 


livery, Price $4.30 


For All Occasions 


IN STOCK 


Style 261—One of 
our new long vamp 
operas. In white 
reignskin, 


Style 268 — livery. Price $4.00 
White Sea , 
island Opera; 

“Ba y" 
Louis heel. 
Price. ..$3.75 


Style 232—White Sea 
Island; white ivo 
sole. Price..... $3.2 





Style 267—This same model, in 
white satin. Price.......... $4.50 


Style 216—Same, in gold cloth. 
| es ee ee, a rr $5.50 


effective. On stock No. 260 and No. 261 we are all cleaned 
out. Haven't a pair in the house. There are a lot coming 
through the works, however, and if you expect to get some of, these 
let us have your order now so that we can assure you of delivery. 
These are beautiful, white, clean shoes of Peters Reignskin. These 
shoes are up-to-date, long 4’” vamp lasts with 2 1-8’ full Louis heels, 
long full leather quarter lining and heavy fine turn soles. 
There is more sole leather in a good turn shoe between the wearing 
surface of the sole and the thread that holds the sole to the shoe than 
in any other processed shoes. 
Good turn shoes wear like “the one horse shay.”’ 


Prices Not Guaranteed. 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


Boston New York Philadelphia Chicago San Francisco 
183 Essex St 851 Marbridge Bldg. 600 Denckla Bldg. 20 W. Jackson Blvd. 417 Pacific Bidg. 
Great Northern Bidg. 


() ei last week's advertising on white shoes was certainly 


Montgomery Kansas City, Mo. 
20 Galena Ave. 537 Ridge Bidg. 


All goods sold F. O. B. Newburyport; terms, net 30 days. Single pairs, 25c a pair extra. 
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SPECIAL 
Buckles OFFER 
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Colonial 


_— Buy now, while the offer is good, for after Easter trade. Steady de- 
mand for Slipper Ornaments is certain for months to come. 
FOR AT ONCE ACCEPTANCE WE OFFER —— 


36 pairs assorted shapes and finishes, carded in 
pairs and filled ready for adjustment. Priced from 
.40 to $2.50 a pair. Net cash 30 days, 2% 10 days. 


Prompt delivery by parcel post, insured, prepaid. 
No returns, or catalog. 


Address, Dept. R. 


D. T. DUDLEY & CO. 


66 WASHINGTON STREET, HAVERHILL, MASS. 
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ith CITPOTOS No shoe polishes are better known to the public than Whitte- 

‘ more’s. Thousands of dollars have been spent on some pol- 

Peyiley:, Polishes ishes to win public favor, but to retain it as Whittemore’s has 

is another story. There are inherent virtues in Whittemore’s 

polishes that use reveals. It is these that have firmly fixed 
Whittemore’s polishes in the public mind as the most 
desirable. It is these that have made, and will con- 
tinue to make, Whittemore’s polishes strong sell- 
ers. The uniformity of quality gives confidence 
to dealers and their customers. Personal 
recommendation becomes a_ pleasant 
and profitable privilege. You can get 
any sort of a shoe polishing prep- 
aration you want in the Whit- 
temore line and were you to 
concentrate on it—and 
it only—competition 
would have no 
advantages 
over you. 





QUALITY VARIETY 













Sold in the Market Places of the World 
Dressings for All Leathers 
Dressings for All Weathers 






















N OB BY 
BROWN PASTE— 
for all shades of 
brown —_. Once 

ou put this te 
a stock, you'll be 7 
like everybody else 
who has ordered 
it—you’ll repeat on 
fy it. For it’s one of 

mm 6the best sellers in 
2 our whole line. 

For Red or Ox- 
blood there’s A... 
same size package 
of PEERLESS OX- 
BLOOD PASTE. 









































Also Nobby Brown Combination (large) 
Jewel Brown Combination (small) 
Brown Bostonian Cream and all other colors 


Whittemore Bros. Corp., Boston, Mass. 


Ask your jobber salesman or write for complete catalogue 


Two Sizes Two Sizes 
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STOCK NO. 402 
DARK MAHOGANY CALF BAL. 


LORRAINE 
LAST 


PERFORATED VAMP, 
IMITATION TIP, 
SMALL INVISIBLE 
EYELETS TO TOP, 

L LAST 

154-INCH HEEL 








An extra pleasing tan style. Mahogany 
Tans are the favorites in ladies’ styles. 
A neat perforated effect in the vamp 
and imitation tip make this one a proven 
winner of ultra style. It is carried in 
stock. No. 402. 


Sizes: AAA, 5-814; AA, 414-8; 
A, 4-8; B, C and D, 3-8 


Send for a Sample Pair 
Ready To Ship NOW 


WHITMAN & KEITH Co. 


Boston Makers of Fine Shoes Chicago: 


nw Yor 6 BROCK TON (1. ) MASS ALS A... OO 
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OU can add a line of Hosiery to 

your shoe business and hide it 

in acorner, or you can make a brave 

display in your windows and Hosiery 
Department— 


The shoe dealers who have gone in strong for— 


“Onyx © Hostery 


Reg V5.Pat. orice 


pushing the line energetically and introducing 
“ONYX” to every shoe customer, are surprised 
at the quick increase in sales profits—add com- 
plete lines of “ONYX” Hosiery and put ginger 
in the business. 





Emery & Beers Company Ine. 


Sole Owners of “Onyx”? Hosiery 
BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
$1 Bedford Street 1083 Chestnut Street The Lytton Building 
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Snap and Go are not lost sight 
of in Barker Brand Shoes. 


A work shoe must be strongly 
constructed, fit properly and 
yet possess character. 


For this reason, this Chocolate Bark shoe 
appeals to the wearer. 


HUME 


It is a profitable number for the retailer. 


HUNTINGTON SHOE AND LEATHER CO. 
HUNTINGTON, INDIANA. 


Makers of 


BARKER BRAND SHOES GOOD FOR BAD BOYS SHOES 
FOR MEN FOR BOYS 


WATE Ee eee 





SED 


oG 
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| DE LUXE. Give that distinctive touch of 


smartness that appeals to 


SPATS women of fashion. 


There is every incentive for you 
to buy De Luxe Spats, because both in quality, 
style and fit they are supreme. 
Write Now for Samples for Fall 


AMERICAN GAITER COMPANY 


The Premier Manufacturers of High Grade Spats 





Acknowledged the finest made and best fitting Spats in the world 











Factory, 129-133 Grand Ave., Brooklyn, N. Y. 





Note protection 
against wear and wet. 
FOUR LAYERS of 


STAUNCH AS A BOOT 
FLEXIBLE AS A MOCCASIN 


- Here—Mr. Dealer is the boot your true sportsman wants—so light 
and pliable that you can tramp all day in it without getting footsore, 
7 yet built to give years of gruelling service. 


«Russells “Ike 
Walton” 


Made from chocolate chrome, the finest of 
waterproofed cowhides, with flexible, long- 
wearing Maple Pac Soles 
Advertised ly in leading outing pa- 
pers—for the dealers’ benefit. 

Write for Dealers’ Prices and Catalog S 
W. C. Russell Moccasin Co. 


Berlin, Wisconsin 


Wetherby eg Shoe e- a Angeles, Cal. 


AMERICAN INTERLOCKING SHOE 
STORE CHAIRS 


These chairs combine all the prime essentials 
of Modern Shoe Store Seating. They are com- 
fortable and attractive. They can be furnished 
in any color to match your interior trim—and 
they cost less and last longer than any other 
type of Shoe Store Seating. 


Write for our Booklet— 
“The Shoe Store Beautiful.” 


AMERICAN SEATING [OMPANY 


1016 LYTTON BLDG. - CHICAGO, ILL. 
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VANGELINE 


(Reg. U. S. Pat. Off.) 


New | | Should 
Catalog — “ Be Seen 
of Shoes | -_, To Be 
In Stock Oe / Appreciated 


NO. 3522. (Not in Stock) 


Genuine Black Australian Kangaroo Polish, Natural Welt, 
White Stitch, 8 1-2 inch Top, 84 Last | Ce 
1 5-8 inch Heel 


MADE BY 


A. H. BERRY SHOE pom: 
ipa hens Dee. PORTLAND, 
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Send for ux This Shoe | 
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Keds 


‘y EDS advertising for this season will 
be increased in keeping with the 
wonderful progress KEDS 

have made. : 


It will be read by 19,402,367 families in 
the United States—not once but all 
through the Spring and Summer of 1919. 
Bigger business and wider distribution is 
bound to result. 


With great care we’ve planned advertise- 
ments that will give every KEDS dealer 
a glow of pride when he reads them—and 
realizes the backing he is getting. 


We urge you all—each and every KEDS 
dealer—to make use to the fullest extent 
of our Window and Store Display Material 
—in order that your storg may reach out 
and meet all the people of your com- 
munity who will read of KEDS and want 
to buy them. 


Notwithstanding the tremendous*sales of 
KEDS the market has hardly been 
scratched. 








Magazine Advertisin 
Lllankets the (Country | 


gees KEDS proposition is beyond alk 


LIST of MAGAZINES - FARM 
PAPERS, etc., in which Keds 
will be advertised in 1919 





Saturday Evening Post 
Collier’s Weekly 

Leslie’s Weekly 

Sunset Magazine 

Ladies’ Home Journal 
Butterick Trio 

Woman’s Home Companion 
Pictorial Review 


M 

Good Housekeeping 
Mother’s Magazine 
Peoples Home Journal 
Needlecraft 

Woman’s World 
Modern Priscilla 
Christian Herald 
Sunday School Times 
American 


Successful Farming 
Farm Journat 

Farm & Home 
Farm & Fireside 
Country Gentleman 
Progressive Farmer 
Southern Ruralist 


United States Rubber Company 


Large and Well Assorted Stocks Carried by the Prin- 
cipal Wholesalers and Rubber Stores Everywhere 





expression in its co-operative possi- 
bilities. 


We have left nothing undone to put 1919 
KEDS sales far ahead of any previous 
season. _ 

You cater to the business in a certain 
Every man, woman and 
Remem- 


community. 
child is a prospective customer. 
ber the little folks haven’t been over- 
looked. KEDS are comfortable, flexible 
and wear-resisting. Growing boys and 
girls and small children know KEDS and 
like them. 


Attractive styles have been outlined for 
all ages and classes of people in all neces- 
sary sizes and widths, and we urge you to 
stock a sufficient variety of styles to meet 
the tremendously increasing demand.” 
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SHOES 


BOOTS AND 


Selling Season Practically 
Dealers Ordering 


Over, 


Even the most optimistic shoe mer- 
chant can hardly hope to see much 
more “rubber weather” this Spring. 
In fact, no one but a pessimist would so 
wish. Easter trade is over, that is, as 
far as buying new footwear for tomor- 
row’s Easter parade, and now the shoe 
merchant can settle down to somewhat 
steadier and not so strenuous business 
than in the week just closing. There 
are still some reports of wintry weather, 
and occasional snows, but these will in 
no wise help the rubber business, except 
in the occasional sale of light rubbers. 
Yet there is a steady all-the-year-round 
demand for rubber boots. The cessation 
of the brewing interests has discontinued 
one source of rubber-boot demand. But 
the multiplication of garages has in- 
creased the sale of boots, though their in- 
crease is to some extent but a substitution 
for stables, and the carriage washer is 
succeeded by the motor car washer, and 
wears the same kind of boots. 
fishermen and the miners wear as many 
as ever, and the farmers likewise. Many 
of these wearers, who found a shortage 
in retail stocks during the war, are now 
in the market, or soon will be for boots, 
and the mills are now in condition to 
supply them. 


TENNIS LINES 
Standards and Specialties Selling 


The tennis season advances, and 
tennis lines are already selling in some 
of the warmer sections of the country. 
The wholesalers have good stocks, 
which, if not already complete, soon 
will be, as the mills are running more 
actively on these goods than on rubber 
overs and boots. The various new 
styles of Summer and sport footwear 
which are now classed under the generic 
name of tennis commend themselves 
to stylish dressers, and every company 


specializing in these lines have plenty of: 


orders on hand. Some of the manufac- 
turers of these lines are doing effective 
publicity work which will be found to 


TMNT MN NT HH 


The, 














influence lively sales during the coming 
months. 
CRUDE RUBBER 


Plantations Easier,South Americans 
Rule Strong 

The large arrivals of crude rubber 
from the East have enabled dealers and 
brokers to secure what they needed for 
deliveries on early forward sales, and 
now that this demand is filled, prices of 
plantations show a somewhat easier 
tendency. Manufacturers have also 
secured enough for present needs, and 
there are few spot transactions ‘of any 
large amounts recorded. The weakness 
is more noticeable in spot and nearby 
positions, though the May-June and 
June-July quotations are nominally the 
same as per last report, these are likely 
to be shaded on sizable transactions. 
The London market for plantations 
advanced two farthings last week, but 
American quotations have not re- 
sponded. 

Brazilian varieties have not shared in 
the decline of the week, but are firm and 
strong at same quotations as a week ago. 
There is the same scarcity of some of 
the lower grades which has been a 
feature of the market for several weeks, 
and though quotations are given of 
these grades, such figures are merely 
nominal. 

Some fear is entertained in London 
that British importers have lost the 
American trade in crude rubber. An 
English authority in the trade recently 
said that ‘‘the prospect of further 
buying by Americans in the London 
market is rather problematical, as this 
depends on prospective arrivals in 
American ports direct from Eastern 
sources.”” Such from an American view- 
point is more than probable. 
foolish to bring rubber the longer way 
around the globe, to trans-ship it at a 
European port, add to it the cost of the 
longer journey the handling and re- 
handling, the broker’s percentage and 
the dealer’s profit, and perhaps months 
of storage, and then ship it across the 
Atlantic to New York. Americans are 
now buying in Singapore, and shipping 
the shorter way, across the Pacific, and 


It seems ~ 






The Rubber Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 
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they are not likely to go back to the 
older and more expensive system. We 
quote: 

Upriver fine para....... .551% to .56 
Islands fine...-......... 47% to .48 
Upriver coarse......... .34 
Islands coarse.......... .21 to .22 
Caucho ball, upper..... .34 to .35 
Caucho ball, lower...... none 
ee .22 to .23 
First latex pale crepe... . 48 
Smoked sheets......... 47% 
Brown crepe........... 43% 
Centrals and Mexicans. . .37 to .39 
Guayule wet........... .30 
Guayule dried....:..... .40 
Red Massai............ .55 


Scrap Rubber 


The reclaimers entered the market 
last week, a most encouraging sign, and 
while prices to them advanced some- 
what, dealers who for the most part. 
are heavily stocked up, refused to raise 
their buying prices from collectors, 
claiming that stocks are still far above 
normal and that Spring collections are 
likely to be large, and with the crude 
rubber market at its present low prices 
there was little to justify higher buying 
quotations in last week’s temporary 
spurt of business. Other reports are 
that prices have advanced on shoes, 
but on arctics last week’s figures still 
hold. We are giving here normal quo- 
tations on boots and shoes, given by 
dealers, most of whom, however, are 
declining to buy, because of heavy stock 
on hand. 

Scrap boots and shoes: $6.75 to $7.00 
in Boston; and New York $6.40 to 
$6.65 in Philadelphia; $6.00 to $6.50 
in Chicago. 


Trimmed arctics: $4.75 to $5.25 in 


‘Boston; $4.75 to $5.00 in other mar- 


kets. 

Untrimmed arctics: $3.75 to $4.25 in 
Boston; $3.75 to $4.00 in other mar- 
kets. 

Canadian dealers report a quickening 
of demand for scrap boots and shoes, 
and quote paying price of $6.50 to 
$6.75 per hundred in principal markets 
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“VERSAILLES” TURN PUMP 


One of the Attractive Numbers in 
“The E & M Line of Quality” 


No. 3908 

Black Kid, 

Full Louis Heel, 
No. 73 Last. 
Retails at $10.00. 














x aes 
grin) 
NA 


BEING SHOWN BY 
CHARLES L. MARKS 
Eastern City Trade and Southern Territory with New York Office, 

1008 Marbridge Building 

J. B. LOUGHLIN 
Throughout the Middle West 
WARREN H. TUCKER 
In New England. Office at 183 Essex Street, Boston 

LARRIE H. SASS 
On the Pacific Coast 


EMERY & MARSHALL CO. 


HAVERHILL, MASS. 
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Big Drive Begins 


Lynn manufacturers have begun the 
big Fall drive. They are going to win. 
New firms are starting. New machin- 
ery is being set up in shops. Contracts 
for leather and supplies are being let. 
Lynn manufacturers will get the great- 
est production of shoes in their career 
the coming season. Merchants will 
follow them up with sales. 

It’s style all the while. The biggest 
low cut season in the history of the wo- 
men’s shoe trade is at hand. Never be- 
fore was such a variety of high-grade 
pumps and oxfords at women’s com- 
mand. Patents and dulls are selling 
now, and will sell later. The big drive 
on white shoes begins May 1. 

Boots for Fall will be in greatest 
variety. Nine-inch tops are coming 
back strong. So the orders show. Lace 
boots and button boots, too! Leather 
tops and cloth tops as well. The Lynn 
drive is all along the line, in the fine and 
the medium grades. 

The Fall shoe business is going to be 
the best ever. That’s the object of the 
drive of Lynn shoe manufacturers. 


Costs of Making are Higher 


Some plain statements of costs of 
making shoes for Fall are these: 

Lynn sole cutters are paying five or 
six cents a pound more for sole leather 
than they did the first of the month. 
This means an increase of from five to 
ten cents a pair on the prices of fine 
soles. 

Fine black kid leather is quoted as 
high as 80 cents. Before the war, 30 
cents was high for it. Nearly two- 
thirds of Lynn shoes are cut from kid 
leather. 

Fine colored kid is quoted at $1 a foot 
up. Colored cabretta is at 80 cents. 
So is colored calf. Patent leather is at 
from 50 to 80 cents. 

The leather market has gone up. 
Those who waited for a drop are stung. 
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Styles as Shown by Lasts 


New styles, revealed by lasts, are 
these: 

A 44-inch vamp, and 214-inch Louis 
wood heel, making a slim, high arch, 
fine line last. One firm uses it for mak- 
ing a two-eyelet Southern tie, of dull 
black cabretta leather. It has a fine 
turn sole. 

A 4 3-8-inch vamp and a 1-inch heel, 
making a last of the walking type. One 
firm uses it for making a boot, eight 
inches high, of mahogany leather. It 
has a welted bottom, and a fair stitched 
edge. 

A 44-inch vamp, with a 14-8 heel, of 
the baby Louis style, wood. One firm 
uses this last for making a black satin 
oxford, five-eyelet pattern. *It has a 
fine turn sole. 

One for street dress, one for service 
wear, and one for party dress are these 
three types of footwear, just a few of the 
many styles shown by Lynn manu- 
facturers. 


Old Standards of Prices are 
Smashed 


The pric? is $4.50 of a fast selling line 
of women’s stylish shoes. A few years 
ago, the maker of this line firmly be- 
lieved that $3.50 was enough for any 
woman to yay for a pair of shoes in a 
retail store. Then, his best selling line 
of shoes was priced at $1.65 a pair. 
That’s the factory price, of course. 
These days, his best selling line is the 
$4.50 line. That’s $1 more than the old 
retail price of his best selling line. 


The manufacturer remarks that peo- . 


ple have more money to spend, and are 
spending some of it for good shoes. 


Holds Wood Heels Tight 


A new clincher for holding wood heels 
tight to the shoe is in use in Lynn shops. 
It is a sort of a two-pronged fork. Its 
butt is screwed into the wood heel. Its 
prongs are forced through the heel seat 
into the counter. This clinches the 
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wood heel snugly to the heel seat. It 
prevents the opening up of a seam be- 
tween the heel and the counter. The 
heel is also nailed on, of course. 


Hair Felts for Shoes 


Densten Hair Company is building a 
new factory at its plant at South Pea- 
body. It will be of brick, 50 by 150, 
three stories high. It will be used for 
making hair felts for shoes, and other 
articles. The Densten Company has a 
new process for making such felts. It 
gets tons of hair from the tanneries. 


To Move to Lynn 


Rialto Shoe Company is to move from 
Salem to Lynn about May 1. It has 
leased space in the Hemingway factory 
on the corner of Buffom and Oxford. 
Streets. It makes stylish McKay shoes, 
and it will increase its production. 
Henry Weiss is manager of this com- 
pany. . 

In Business in China 

E. M. McGrath and F. R. McGrath, 
leather experts, have come from China 
for a short visit. They were formerly 
in the leather trade in Salem. They will 
return to China in May, to resume the 
hide and leather business there. Their 
father, Frank McGrath, is manager of a 
tannery in Siam. 


To Build Addition 
Deery Bros., Salem, makers of leather 
for the shoe stock trade, are to build a 
three-story addition of brick to their 
factory in Blubber Hollow. 


McKays at $7 Wholesale 


A high grade line of McKay shoes is 
sold at $7 a pair by a Lynn manufac- 
turer. A few years ago, this same manu- 
facturer made medium grade McKays 
at $1.65, and high grade McKays at 
$1.85. Leather has gone up, of course. 
But the big improvement in these shoes 
is in the workmanship, particularly the 
designing. These $7 McKays, like 





















ee | 























Th of 108 ‘ 
yt ay he 










































Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 


1812 Washington Av., St. Louis, Mo. 




















The House of Service 
Novelty Footwear 
-IN STOCK 
In Narrew Widths 


VINSONHALER SHOE CO., 
1811 Washington Ave., St. Louis 





























1508 WASHINGTON AVE. 
St. Lours.Ma 


Novelties in Stock 
For At Once Shipment 
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other shoes in their class, are the most 
stylish McKay shoes that ever have 


been made. 


Fine Lines on Shoe Bottoms 


A feature of Lynn footwear for Fall is 
the fine lines of the bottoms—long, slim 
toes, high, shapely heels, and thin edges. 
These effects are found in all lines of 
stylish turn shoes. Lynn is increasing 
its production of high grade turn shoes. 
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Also, it is making more fine McKay 
shoes, with bottoms finished like the 
soles of turn shoes. 


A Reason for Patents 


An observant Lynn manufacturer 
makes this comment: ‘“‘Ten-cent shines 
stimulate the demand for patent leather 


shoes. The patent leather has a shine 
that stays on. Every shine saved is a 
dime saved.” 


Philadelphia 


Some little confusion has been caused 
in the retail trade here since the first of 
the month by the lack of more definite 
rulings regarding buckles and _ the 
jewelry tax, though of course this is 
more of a problem for the big store and 
the high-priced store than for the 
others, in which neither the volume of 
such sales nor the price of the individual 
item cut so much figure. 


Following Advice of N.S. R.A. 


Most of the merchants. have been 
following the advice of the National 
Shoe Retailers’ Association. A recent 
bulletin made the stand of the associa- 
tion clear. 

As a matter of self-protection mer- 
chants are advised to hold themselves 
ready to make full returns monthly or 
quarterly, as the demand of the treasury 
department may develop; to make 
adequate records of every sale, where 
there is a possibility that the tax may 
apply; to collect the tax from the cus- 
sumer as a separate item from the 
foo: wear to which they may be attached. 

Merchants have been advised that 
pending definite ruling, it is safer for 
them to proceed on the basis that all cut 
steel buckles retailing above $10 a pair, 
together with all buckles set with 
rhinestones, jet buckles, gold and silver 
buckles or imitations, are subject to 
five per cent of the selling price under 
the jewelry tax. 


The Argument on Cut Steel Buckles 


The N.S. R.A. does not concede that 
cut steel buckles should be included in 
the jewelry tax. It argues that they 
cannot properly be classed as such, 
inasmuch as steel is a baser metal, 
and cut steel buckles are sold as steel 
buckles, not as imitations of any other 
metal. This is the argument the 
association has presented toWashington. 

If Washington agrees, the merchant, 
having accurate records of the tax 
collected from each purchaser, may 
easily refund the correct amount. If, 
on the other hand, cut steel buckles are 


ruled into the jewelry class, the mer- 
chant has collected the tax and is pre- 
pared to turn it over to the government. 


Digest of Luxury Tax 


The N. S. R. A. also is preparing a 
digest of the luxury tax as it applies to 
the retail trade. A complete investi- 
gation has been made, both from the 
viewpoints of internal revenue collectors 
and in consultation with the best legal 
talent obtainable. 

In the April issue of the Bulletin a 
complete list will be included, together 
with suggestions for definite action of 
protest on the part of every shoe 
merchant in the country. 


Stocks Selling Rapidly 


Retail business since the first of the 
month has been more than good, in- 
creasing steadily with the Dress-Up 
Week campaign and the pre-Easter 
week just closing. Already there are 
indications of serious retail shortages, 
and a large number of merchants admit 
they are worried over their ability to 
fill in their stocks. Manufacturers’ 
salesmen and wholesalers declare that 
they probably will have to put their 
trade on a rationing basis so far as 
filling in on Spring and Summer goods 
is concerned. 

The stores, too, are placing their 
orders for Fall lines in bigger volume 
than was anticipated. 


Trying to Keep Under Tax 


It is to be noticed that as May 1 
approaches, footwear priced at $10 and 
upward is not nearly so prominent in 
window displays as formerly. One 
merchant submits the following argu- 
ment on this point: 

‘‘We don’t expect any serious drop in 
the sales of lines over $10, though un- 
questionably there must be some falling 
off. But we don’t quite see why we 
should use our windows to scare off any 
portion of our trade with tax-burdened 
shoes. So we're featuring in our win- 
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dows prices ranging from $7.50 to 
$9.50 principally. The main object is 
to get the customer into the store. Once 
there we can explain that tax proposi- 
tion to him much better than we can by 
just scaring him away. We can help 
make it even more unpopular with him, 
in fact, but without suffering for it 
ourselves.” 


Missouri Manufacturers on Buying 


Business in the sole leather market 
here has been brisk. Prices in many 
instances have continued their rise 
under the influence of increased domes- 
tic and foreign orders. Good selections 
are rapidly being cleaned up as both the 
shoe findings trade and the shoe manu- 
facturers are buying more freely. The 
demand is reported particularly strong 
for glazed kid of the better varieties 
and for patent leathers. 

Among recent buyers here was M. 
Merino of the International Shoe Com- 
pany, of St. Louis, who is said to have 
placed some large orders for upper 
leather. 

Sole leather buyers recently in this 


market are M. H. Goldman, of Harris 
& Goldman of Toledo, and Fred Schaef- 
fer of Christy & Schaeffer of Akron, 
N.S. 


Casko Shoe Fabrics Corporation 
Locates at Philadelphia 


The Shoe Fabric Department of the 
Castle Kid Company of Camden, N. J, 
has been taken over by the Casko Shoe 
Fabrics Corporation, which is now 
located at the southwest corner of 4th 
and Arch Streets, Philadelphia, Pa. 

The management will continue, as 
heretofore, in the hands of Edgar Weil, 
who formerly had sole charge of this 
department in the Castle Kid Company 
and is now acfive manager and president 
of the new corporation. J. Harry 
Rossbach. is treasurer. 

Sales offices of the company have 
been established as follows: H. C. Korn- 
doerfer & Co., St. Louis, Mo.; W. A. 
Bennet, Jr., Cincinnati, Ohio: Geo. G. 
Smith, Rochester, N. Y.; A. W. Bliss, 
Boston, Mass.; H. A. Hass, New York, 
N. Y.; H. J. Fraley, Pennsylvania 
representative. 


Rochester 


New York State Retail Shoe Dealers’ 
Convention Committees Named 


The chief topic of discussion at the 
regular weekly luncheon of the Roches- 
ter Retail Shoe Dealers’ Association 
was the coming gathering of the New 
York State Dealers’ Association which 
will be held in Rochester, July 7, 8 and 
9. William Pidgeon, Jr., announced 
that Ranney H. Webster, of Gould, 
Lee & Webster, would act in the 
capacity of general chairman of the 
Convention Committees. 


Sub-Committees Named ~ 


The following sub-committees were 
named: General Committee, R. H. 
Webster, Wm. Pidgeon, Jr., H. H. 
Phelan, F. L. Meyers, J. T. Leader and 
Don J. Burke. Speakers and Program, 
J. T. Leader, chairman; Harry A. 
Chase, J. P. Byrne, E. N. Park. Finance 
Committee, R. H. Webster, chairman; 
Don J. Burke, Philip Leckinger, A. L. 
Robinson and Frank Rice. Hotel 
Committee, C, E. Shields, chairman, 
P. M. Van Deventer, C. A. Hall, C. 
Helmbacher, Fred Moore. Entertain- 
ment and Banquet, F. L. Meyers, 
chairman, C. P. Rowley, J. Olmstead, 
C. Phelan, A. F. Smith. Press and 
Publicity, Harry A. Chase, Rossiter L. 
Seward, “Boot and Shoe Recorder,” 
F. B. Robinson. General Reception 
Committee, A. B. Eastwood, chairman, 





E. L. Esser, Geo. Snyder, Walter Sizer 
Geo. Schmanke, F. Scholand, C. Bauer, 
M. S. Smith, J. Pratt, C Helmbacher, 


'C. A. Hall, Clark Rowley, Fred Brill, 


and F. W. Rice. Badges and Registra- 
tion and Credentials, O. K. Johnson, 
chairman, F.. L. Meyers, Jr., John 
Schmanke, Fred Sutherland. Women’s 
Committee, Mrs. Harry Joy, Mrs. 
Frank Rice, Mrs. C. Edson, and Mrs. 
Wm. Pidgeon, Jr. 


2,000 Letters Mailed 


Harry H. Phelan reported that 2,000 
letters and application blanks had been 
sent out to merchants in New York 
State urging them to join the New York 
Retail Shoe Dealers’ Association. 


Rochester Man Invents Aluminum 
Shoe 


An aluminum shoe, predicted by its 
inventor, Charles Streb of Rochester, 
to keep the foot warm in the coldest 
weather, to be absolutely water and 


acid proof and to aid and prevent fallen — 


arches will soon be marketed by a 
company just incorporated for $50,000. 

Though the shoe is not as elastic as 
one of leather it is shaped in the form 
of a rocker which does away with the 
necessity for elasticity, the inventor 
claims, and assists the wearer in walk- 
ing. The shoe is made of sheet alumi- 
num in the shape of a perfect foot and is 
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formed by means of dies of various sizes. 
A projecting flange at the bottom of the 
shoe permits a detachable sheet of 
aluminum, which forms the sole, to be 
adjusted easily. Either a leather or 
rubber sole may be attached. The heel 
works on the same principle and can be 
taken on or off instantly. The new shoe 
has a leather upper, which begins a 
little below the ankle and at the sole 
and heel. At the top of the aluminum 
part of the shoe is a flange facing down- 
ward which grips the leather tightly, 
making the shoe practically water- 
proof. The inventor conceived the idea 
of this new shoe while traveling for a 
shrubbery concern some time ago. It is 
expected that the aluminum shoes will 
retail for $5 a pair. 


Women’s Shoes to be .Sold at 
Shields’ Boot Shop 


C. E. Shields, of the Shields’ Boot 
Shop, announced that women’s shoes 
would once more be sold at the East 
Avenue shop. Several months ago this 
store decided to rur an exclusive men’s 
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shop featuring the Stetson liné. Under 
the new plan the Stetson line of men’s 
and women’s shoes will be sold ext 
clusively. 


Rochester Trade Notes 


O. K. Johnson of Eastwood’s has 
sufficiently recovered from his recent 
illness to permit him to again take 
active charge of the Main Street store. 

The McAlpine-Bullock Company 
have announced the opening of their 
department store on State Street. 
Negotiations are now under way for a 
manager for their shoe department. 

Duffy-Powers Company, the leading 
west side department store, recently 
adopted a new policy of a strictly cash 
business with no charge accounts. 

Manly A. Shafer, president of the 
Moore-Shafer Shoe Manufacturing 
Company of Brockport, N. Y., has just 
returned. from a two-months trip to 
Miami, Florida, and Atlantic City. 

J. Heilbrunn & Sons have issued an 
attractive mailing card featuring patent 
leather and kid pumps and oxfords. 


Chicago 


Easter Shoe Selling Begins Early 


The commencement of Easter selling 
had an early start in Chicago, due to 
good weather. Saturday was one of the 
busiest days in the history of the retail 
shoe business, every store doing a 
capacity business. In anticipation of 
this before-holiday rush, many of the 
stores employed more saléspeople than 
usual. 

Styles Varied 


Pumps continue to be the most 
popular style of footwear, and it is 
difficult to determine just what style of 
pump is most desired. The demand, 
which is tremendous, is largely for 
colonials, in black kid, black suede and 
numerous patent leathers. The call 
for buckles is extraordinary; buyers do 
not seem to mind the expense, just so 
that this novelty represents real style 
and class. And the buckles that are 
being shown are far more beautiful than 
any shown in previous seasons. 


Oxfords Moving Modestly 


Many brown calf oxfords with low or 
Cuban heels are being sold steadily. 
The stores have a fair stock of these, 
and are satisfied with the manner in 
which they are going. Black suede 
oxfords and black kid with Louis heels 
are continuing to have a uniform call. 


Rush on Hosiery 


The sale of hosiery in downtown shoe 
stores during the past few weeks is un- 
precedented. As in the selection of 
buckles, the best grades are purchased. 
Brown silk and black silk are the most 
popular colors. Hose with fancy open 
work appears to be the most favorite. 
Fortunately, practically all of the stores 
have foreseen the call for high-grade 
ladies’ hosiery and are well stocked. 


Satin Spats Selling Well 


Black satin spats are being sold on 
State Street to a large patronage. The 
spat business among the stores has been 
exceptionally fine all season, all styles 
and colors of overgaiters moving quickly. 
The demand still remains steady. 


Suggests that Wife Buy the Shoes 
for Friend Husband 


Realizing that a woman is a large 
factor in the selecting of clothes for the 
family, and that in the greater per- 
centage of cases the wife is the deciding 
influence in the choice of her husband’s 
suits and other items of wearing apparel, 
the Cutler Shoe Company through a 
recent newspaper advertisement takes 
the lead among local shoe stores by 
suggesting that in the event other 
responsibilities do not permit the man 
visiting the store personally, he let the 
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buying of his shoes to the judgment of 
his wife. This is an appeal in the right 
direction. A woman is a natural buyer 
of things to wear. She can buy accu- 
rately and safely shoes for any man 
with normal feet. 
more reassured of his wife buying him a 
pair of stylish shoes than he is of her 
buying a stylish necktie. Here is 
reproduced the Cutler Shoe Company 
suggestion: 

“If your personal buying time is as 
limited as is that of so many Chicago 
men, we know how difficult it is for 
you to give the proper consideration to 
the selection of your footwear. 

‘‘We suggest, in this event, that you 
buy according to the seldom misplaced 
judgment of the lady of the house. It 
will be a pleasure to us to have her 
examine our Spring and Summer dis- 
play of men’s high and low shoes at her 
convenience.” 


Doubling Size of Store 


The Huette Shoe Company, Chicago 
Retail Distributors of the Edwin Clapp 


And a man can feel - 





Shoe, with stores at No. 24 LaSalle 
Street and 106 So. Dearborn Street, are 
doubling the size of their Dearborn 
Street store by taking over the space of 
108 So. Dearborn Street, which is at 
present being remodeled and will be 
completed May 1. G. R. Gotscher, who 
is manager of this latter store, said: 
“The demand for high grade men’s 
shoes has reached a point heretofore 
unattained. The lowest priced shoe in 
our store today is $12 but the average 
price at which we sell our shoes is con- 
siderably above this and they are being 
purchased by our customers without the 
slightest indication or expression that 
such prices are abnormally high.” 


O’Connor & Goldberg Preparing for 
Big Easter Week 


Anticipating the tremendous onrush 
of shoe buyers during the week prior to 
Easter, O’Connor & Goldberg placed a 
fair-sized ad in the display columns of 
Chicago newspapers for 15 salesmen to 
sell women’s shoes. 


Cincinnati 


Easter business with the local retail 
merchants is growing into such a volume 
that it bids fair to exceed that of many 
years past. Weather conditions during 
April have been favorable for the sale 
of Spring styles, and it is without exag- 
’ geration to say that women are going 
to the utmost extremes in their mad 
contests of seeing who can be the most 
advanced in their street display of 
wearing apparel. The, results of this 
condition naturally have had good 
effects for the merchant in ladies’ foot- 
wear. He is finding that women are 
buying earlier and have already bought 
more pairs up to the present time this 
season than has been the case heretofore. 

For instance, many women bought a 
plain black or brown oxford early in 
the season to wear with a pair of spats 
and later, as the warm weather came 
on—earlier this year than usual—they 
bought a pair of black satins or a 
colonial pump, both of which have been 
very popular during the past thirty 
days. Thus the demand for women’s 
footwear has received much impetus as 
a result of the introduction of something 
new in style every two or three geeks. 


Increased Business Through 
Organization 


Such increase in retail business this 
season can undoubtedly be partially 
attributed to the concerted effort of the 
local merchants in the greater degree of 
co-operation brought about by their 


organizations. They are in close touch 
with each other and are in a better 
position to attain to a profitable degree 
a unity of policy in the business of 
pushing certain styles at the most 
propitious time. Their large newspaper 
advertisements of late have given evi- 
dence to this fact. During the past 
week the black suede oxford has been 
strongly advertised and as a result a 


_ widely sold pattern. 


White Footwear a Favorite 


Within the next few weeks white 
footwear is expected to be in very great 
demand. Merchants say that every 
indication points towards a large season 
in this line. Already, window displays 
are beginning to carry a few of them, 
and as the warmer weather approaches 
they are expected to be in growing 
demand. Local retail merchants are 
pretty well stocked with white oxfords 
and pumps in kid and canvas. 


Leaves University to Enter Shoe 
Industry 

After receiving a thorough education 
at Asheville School, Asheville, N. C., and 
at the University of Virginia, Stanley 
Duttenhofer, son of John Duttenhofer, 
the well-known shoe manufacturer, 
decides to follow his father’s vocation 
and has joined the force of The Val 
Duttenhofer Sons’ Company. He had 
taken a special course while at college in 
salesmanship and advertising. 
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Stanley is now connected with the 


sales end of the business and under the 
guidance of his father he is expected to 


make a valuable assistant to the firm. 
With a few years of practical experience 





STANLEY DUTTENHOFER 
Joins Val Duttenhofer Sons’ Co. 


he should be able to take some of the 
heavy responsibilities from his father. 

While at the University Stanley was 
a member of Company D, Section A, 
S. A. T. C., and was to be transferred 
to an officer’s training camp when the 
armistice was signed. 


Black Satin Oxford a Selling Novelty 


The black satin oxford has more or 
less been a selling novelty in Cincinnati 
for the past three weeks. Women buy 
them no matter on what condition the 
merchants put them on their feet. One 
local merchant made the statement this 
week that he has had to make an adjust- 
ment on virtually every pair of them 
he has sold, in spite of the fact that 
with every sale he had told his cus- 
tomer he would not guarantee satisfac- 
tion on that type of shoe. So it is 
found that the satins will not be staple 
sellers. In many cases merchants are 
already putting them on their P. M. 
shelves. 


Men’s Shoe Business Improving 


The men’s shoe business has picked 
up greatly during the past week. This 
is due, probably, to two factors. First, 
the weather has been springlike long 
enough to cause the men to begin 
thinking about low shoes. It is notice- 
able that the men, though as a rule 


slower about buying than the women, 


are now looking for Spring and Summer 
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footwear. The other factor is that of 
the extensive demobilization during 
the last two weeks of overseas units 
from Cincinnati and neighboring towns. 
A pair of new shoes is one of the first 
articles a discharged soldier buys. 
Men’s shoe business is therefore very 
much better. 


New Shoe Shining Parlor 


As an adjunct to the new women’s 
shoe department of the Smith-Kasson 
Company, a shoe shining parlor has 
been installed, and though not yet 
known to the public very well, it prom- 
ises to be a profitable feature in in- 
creasing the reputation of the depart- 
ment as a whole. 

The new department is also doing a 
large business in foot appliances. Last 
week, Dr. C. T. Hooker, of the Wizard 
Foot Appliance Company, conducted a 
series of demonstrations and according 
to William Timmers, foot specialist of 
the Smith-Kasson Company, they did a 
wonderful business. 


Shoes With Better Workmanship 


Now that war is over, the supply of 
labor more plentiful and more efficient 
shoemakers are available, the local 
factories are finding that it is possible to 
put out a shoe that contains a little 
better workmanship than was the pos- 
sibility during the war. The Cincinnati 
shoes that are now being turned out are 
more clean-cut, neater product, yet at 
the same price. Shoes made in this 
market are and have been for the past 
three years classed among the better 
standards of footwear produced in the 
more prominent Eastern markets. Cin- 
cinnati has won the reputation of being 
one of the leading style centers for the 
manufacture of ladies’ footwear. 


Demand for Long Vamp 


That the retail merchants are ex- 
pecting a great demand for the extra 
long vamp next Fall is evidenced by the 
statement of John Duttenhofer, presi- 
dent of the Val Duttenhofer Sons’ Com- 
pany, that three-fourths of his orders 
placed for Fall delivery have been on 
one especially long last which he just 
recently installed. 


A Spring Style Show 


The McAlpin Company has been 
conducting its Spring style show during 
the past two weeks, the main feature of 
which has been the living models dis- 
playing Easter gowns and suits along 
with the appropriate footwear from the 
McAlpin shoe department. Manager 
John Kipp reports a rushing business. 
He recently rearranged the seating of 
his department, thereby increasing the 
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fitting space and at the same time add- 
ing greatly to the attractiveness of the 
department as a whole. 


News Notes 


Eddie Beheimer, formerly with the 
Gibson Boot Shop, recently became 
associated with the men’s department 
of the Mabley & Carew Co. 

J. P. Orr of the Potter Shoe Company 
returned last week from his annual 


winter vacation in Florida. Mr. Orr is 
very optimistic over the outlook for the 
Spring season, feeling that it will be 
one of the largest for the retail merchants 
for many seasons past. 

Harry McLaughlin of the Potter 
Company has been in the East during 
the past ten days. He is expected back 
the early part of the week. 

Joseph Pietzuch of the Joseph Piet- 
zuch Company returned from the East 
on Monday of last week. 


Milwaukee 


Fall Buying ‘Improves 
The experience of shoe factories at 
Milwaukee during the last week or ten 
days has been that the retail trade is 
showing less and less hesitancy about 
making commitments for Fall and 
Winter goods. This is regarded as the 
development of a situation in which 
anticipation of lower prices has been 
swept aside by an upward tendency that 
does not yet seem to have reached its 
peak, and also to a better feeling induced 
by active retail trade during the first 
three and a half months of the year. 
Business has been better than had 
been expected at the beginning of the 
year. To this fact is due also the 
generous amount of current buying out 

of stock for immediate shipment. 


Easter Buying of Good Volume 


The approach of the Easter holiday 
has been an important. factor in keeping 
retail trade active during the last week 


or two, and has given rise to hopes that 


the coming week will be one of the best 
in recent years. Business has been so 
relatively good all the year that mer- 
chants have become accustomed to 
looking forward to good trade. There 
were some who felt that the extra effort 
put forward in behalf of Style Week, 
March 24 to 29, might have a detri- 
mental effect on trade during the usual 
Easter season, but this has not been so. 
While buying at that time was far 
above the average, the demand by no 
means has subsided. 


The “Best Sellers” 


Inquiry among the leading downtown 
shoe stores indicates that at this time 
oxfords and pumps are running a neck- 
and-neck race in the matter of popular- 
ity. Nevertheless, the pump seems to 
be gaining as the Spring season advances 
and merchants look to see it out- 
distance the oxford before many more 
days pass. This year, because of mild 
weather during the Winter, oxfords were 
being bought in January and February, 


as this footwear could be worn at once 
The demand for oxfords is receding in 
favor of pumps since the first touch of 
summer-like weather during the past 
week turned attention to the more 
seasonable shoe. The black pump, in 
kid, satin and suede, is in the lead, and 
more than half are being sold with 
buckles of one kind or another. Spats 
have been in good demand but warmer 
weather is reducing the call considerably. 
Inquiry for novelty hose is increasing, 
but so far the plain black silk has been 
in the best demand. ° 


Recognition of Milwaukee Market 

The growing importance of Milwau- 
kee as a center of the boot and shoe 
industry is manifested in concrete ways 
from time to time. Thus much signifi- 
cance is attached to the fact that 
Krentler Bros., St. Louis, manufacturers 
of shoe lasts, have decided to enter the 
Milwaukee market by the establishment 
of a large factory and offices. A site at 
Lee Street and the Milwaukee River has 
been acquired and plans are being 
prepared by local architects for a three- 
story plant, 100x160 feét in size, to 
cost $75,000 to $100,000, with full 
equipment. The first two floors will be 
of reinforced concrete and the upper 
floor of heavy mill construction, mak- 
ing the factory practically fireproof. 
Work is expected to begin about May 1. 


Greeley Talks to Salesmen 


Clarence H. Greeley, sales manager 
of the F. Mayer Boot & Shoe Co., and 
secretary-treasurer of the Milwaukee 
Shoe Sales Association, was the principal 
speaker at the meeting of the Sales- 
manship Club of Milwaukee, 
Friday noon, April 11, at the Milwaukee 
Athletic Club. Mr. Greeley’s topic was 
of his own selection and was “The Size 
of a Man Makes the Size of His Oppor- 
tunities.” He handled the subject in 
his usual masterly manner and sub- 
mitted some new and original thought 
on a matter of vital interest to all who 
are interested in selling. 


held * 


BOOT AND SHOE. RECORDER 


MITT 


Vi To Buy 
Miscellaneous 


ra 


snueeee alas Turned to Profits | sss: 


Your window-faded shoes restored to perma- 
nent, newest colors a ont entiogs new process— 
NO PAINT! Nothing like lore. 
= 20 yous wave — ‘uillions Roleealors 
lamaged shoes for manufacturers, wh ers, 
a. Let us do the same for you’ 

amaged Rubbers and Rubber Roete made 

k teed. Write us! 
ALBANY SHOE REPAIRING CO. 


snnsertesceaUtnnseneTatteeb teenie nee ssssad 


WITTITITITII 


Ke mark 
00d shoe buckles 
ve sinc e 1905 


PHONE “GREELEY CoG 


| 102 W 34% St., New York City N. a 





and 
J.& B.SALES CO. 
470 Park Ave. 


Worcester - Mass. 








RITE-AWAY 
TRADE MARK 
REEL OUTFIT 
PATENT PENDING 
BRAID ON THE REEL 


H. W. RAMSAY 4&4 COMPANY 
145 FEDERAL STREET, BOSTON, MASS. 











LATEST STYLES IN 
COLONIAL BUCKLES 
Slipper Bows, 
Ornaments, Buckles, ete. 


D. T. DUDLEY & CO. 
66 Washington St. Haverhill, Mass. 








i a ue 





MERCANTILE 
AND 


SAVINGS 
ACCOUNTS 
41 BEDFORD STREET, BOSTON 











tee tog 4 Shoe 


‘inate one having 


the 2-ply Feature. 


Made Eaclusisely by - 
THE FEDERAL OVERGAITER CO. 


16-18-28 E. 12th St., New York, N. Y. 











92 BOOT AND SHOE. RECORDER 


Where to Buy 
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Stover for M. A. of C. Director 


The nominating committee of the 
Retail Division, Milwaukee Association 
of Commerce, has selected Floyd H. 
Stover, owner of the Stover Walk-Over 
Shoe Store, Plankinton Arcade, as an 
unopposed candidate for director for the 
one-year term. Mr. Stover has been a 
leader in the Retail Division’s work for 
several years and his selection for 
director. is regarded as a reward of 
merit. Mr. Stover is the official repre- 
sentative of the retail shoe trade on the 
Advisory Board of the Milwaukee 
Association of Commerce, having been 
elected to this position at the latest 
meeting of the Milwaukee Shoe Dealers’ 
Association when President A. B. 
Caspari pleaded to be relieved of the 
duties after a long term of service in 
that capacity. 


New Slipper Factory 


Articles of incorporation have been 
filed in behalf of the Milwaukee Slipper 
Mfg. Co., organized with an authorized 
capital stock of $15,000 to engage in the 
manufacture of leather, felt and other 
slippers, house shoes, and similar goods. 
The incorporators are Nathan Pessin, 
Abraham Farkas and Louis Pinsky. 
It is proposed to establish a factory at 
once, but definite details have not fully 
matured. 


New Hanan Store Manager 


Herman H. Gottschalk has been 
appointed manager of Hanan & Son, 
205 Grand Avenue, Milwaukee, to fill 
the vacancy caused by the recent death 
of Milton W. C. Biggam. Mr. Gott- 
schalk has been connected with the 
Milwaukee store for nearly seven years 
in the capacity of assistant manager and 
is considered one of the best posted 
shoe men of the city and state. 


Increases Capital Stock 


To accommodate a larger volume of 
business and increase its productive 
facilities correspondingly, the Wrensch 
& Herrmann Shoe Co., 1200-1208 Fifth 
Street, Milwaukee, has amended its 
articles to provide for an increase in 
the capital stock from $40,000 to 
$75,000. The company is experiencing 
a splendid and healthy growth and is 
being kept busy at capacity. The 
principal officers of the corporation are 
B. F. Wrensch, president, and Paul A. 
Wrensch, secretary-treasurer. 


Pfister & Vogel Expansion 


Ground is being broken this week for 
a $150,000 addition to the Bay View 
tannery of the Pfister & Vogel Leather 
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Company, Milwaukee. The expansion 
of the plant is made necessary by the 
congested condition of the present 
facilities of this and other plants of the 
P.& V.group. The new building will 
be seven stories high, 100 x 125 feet in 
size, of fireproof materials and is 
expected to be ready for occupancy 
about July 1. The project is under the 
direction of C. P. Bossert, chief engineer 
of the P. & V. Company. 


Chambers Succeeds Nixon 


Gurth F. Chambers, well known in 
the Milwaukee advertising and selling 
field, has accepted the position of 
advertising manager of the Nunn, Bush 
& Weldon Shoe Company, Fifth and 
Hadley Streets. Mr. Chambers suc- 
ceeds George C. Nixon, who resigned 
March | to go with the Weyenberg Shoe 
Mfg. Co., Milwaukee. ‘ 


Wisconsin Retail Briefs 


H. B. Basing, Jr., Berlin, Wis., has 
determined to go out of business and is 
offering his entire stock, valued at 
$12,000, for sale at bargain prices. The 
store has been in existence since 1913. 


M. Fitzsimmons & Sons Co., Fond du 
Lac, Wis., have completed improve- 
ments in the interior and exterior of the 
store, which make it one of the most 
attractive shoe stores in the State. 


The Foot-Room Shoe Store, Superior, 
Wis., has been appointed exclusive 
representative of the Ground-Gripper 
Shoe Co., in Superior and adjoining 
territory. The agency was placed by 
J. S. Rawling. 


Ernest Bossman, Sturgeon Bay, Wis., 
is making some changes in his shoe 
store, following the purchase of his 
repair department by Joseph Marcelle, 
who has been in charge for several 
years. The repair shop has been moved 
to the rear, giving much additional 
room for stock, display and fitting. 


Joseph A. Schumacher, 109 Grand 
Avenue, Milwaukee, on Monday, April 
14, formally opened in his new location 
at 117 Grand Avenue. The change is 
made purely for convenience and to 
effect an increase in space. The old 
store as well as the new are on the 
ground floor of the Plankinton Arcade 
building, Grand Avenue, from West 
Water to Second Streets, so the change 
will hardly be noticeable. 


The shoe department of the Babcock 
& Keller Co., Edgarton, Wis., has been 
purchased by James F. Keller, who will 
continue business in the same location. 
Pearson & Jagoditch have purchased 
the remaining departments. 
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San Francisco 


This being the season for Eastern 
traveling representatives to call with 
their new lines, San Francisco mer- 
chants are busy laying in Fall goods 
which are higher priced than ever. The 
cost of first quality shoes, nevertheless, 
does not seem to hold back the sale of 
this sort of merchandise. In fact, it is 
reported that the better class of goods 
is selling in comparatively larger quan- 
tities than the lower priced articles of 
inferior workmanship. 

During the last few months, prac- 
tically every retail establishment in San 
Francisco and Oakland has — gone 
through a period of readjustment and 
alteration, enlarging space and improv- 
ing display facilities. The result is a 
number of most attractive shops where 
the prices do not seem incongruous with 
the surroundings. 


Frank Werner Company Expansion 


Continuing with their policy of ex- 
pansion, it has been announced that the 
Frank Werner Company, operating the 
Walk-Over Shoe Stores, has decided to 
consolidate the two Market Street 
stores into one large shop in the Flood 
Building, the present location of the 
new store. Mr. Werner stated that the 
original quarters at 764 Market Street 
have been leased to Paul T. Carroll, this 
arrangement to take effect about the 
first of August. Over 3,000 square feet 
of floor space will be added to the Flood 


Building location, making it one of the _ 


largest retail shoe establishments on the 
coast. 


Sixteen-Inch Boots at Gerlach’s 


In the large display window of Ger- 
lach’s Shoe Store at 543 Market Street, 
there reposed a most beautiful pair of 
16-inch boots the other day. Evidently 
such flaunting of the bootmaker’s art 
proved too much for a determined un- 
known, who, in the dead of night, stole 
up to the shop, heaved a brick at the 
window, effected a meager entrance and 
made off with the coveted boots. 
Whether the boot-snatcher was tem- 
porarily embarrassed for lack of suffi- 
cient funds, or whether the lure of the 
footgear proved too strong for him to 
wait until the shop opened in the morn- 
ing, so the boots could be procured in a 
more conventional manner, has not 
been determined up to the present date. 
Suffice to say, that when Mr. Gerlach 
reached his shop on the morning after, 
the boots were gone with nothing but 
the remnants of a $150 plate glass win- 
dow as mute evidence of the deed. When 
the first customer visited the store that 


morning, she asked the reason of the 
broken glass. When the circumstances 
were explained she remarked in pained 
surprise, “And he only took one pair! 
Just think of ruining that whole big 
window for only one pair of shoes.”’ But 
Mr. Gerlach is grateful for the spirit 
of generosity which prompted the un- 
known to take only that which struck 
his immediate fancy. 


An Additional Entrance 


The Oakland shoe shop of Peters 
Bros. has an additional entrance on 12th 
Street, recently completed, which forms 
one of the attractive “diamond fronts” 
so conveniently adapted to the display 
of merchandise. Oakland merchants 
report a very satisfactory business and 
anticipate no falling off in the volume 
sustained since the first of the year. 

Huston Bros., who operate stores in 
Oakland and Berkeley, have moved 
their Oakland branch from 14th Street 
to a more central location at 476 12th 
Street, between Washington and Broad- 
way. This company carries a complete 
line of Ground Gripper products. 

Martin Solomon, former manager of 
the Walker’s Shoe Company of Oakland, 
has severed his connection with: the 
firms. He is succeeded by Mr. Gensler. 


R. H. Hibbard Reports Business 
Excellent 


R. H. Hibbard, manager of the Pacific 
Coast stores of the Regal Shoe Com- 
pany, recently returned from Oregon 
and Washington, visiting the various 
stores and placing the new Fall lines. 
He was accompanied by F. Butter- 
worth, general sales manager of the 
company. Mr. Hibbard reported con- 
ditions to be in splendid shape in that 
district, with a very strong demand for 
the higher grade novelties. 


Attractive Buckles Originated 


A most attractive line of medium 
priced silver and copper buckles has 
been originated by G. R. Rule, assistant 
manager of the Emporium shoe depart- 
ment. The designs are various adap- 
tations of the colonial type of buckle 
carried out in the different metals, both 
hammered and plain. ~The popular 
price of these buckles is creating a big 
demand, which will be filled in a short 
time by Mr. Rule’s factory. He -is 
working at the present time on a silver- 
plated imitation beaded buckle, which 
promises to fill the place of a moderately 
priced cut steel production. 
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**Get Together’’ Affairs 


The Emporium Shoe Club is busy 
these days with plans for numerous get- 
together affairs to be held for mutual 
benefit as well as purely social purposes. 
On the 22d of April they will give a 
vaudeville show, followed by an auto- 
mobile picnic at Crystal Springs in San 
Mateo county, one of the most beautiful 
roads in this vicinity. 


Arranging for Retail Shoe Dealers’ 
Convention 


A committee consisting of Frank Wer- 
ner of the Walk-Over stores, A. Katchin- 
sky of the Philadelphia Shoe Company, 
Jack Reedy of the Emporium and Max 
Sommer of Sommer & Kaufman has 
been appointed to arrange the details 
of the California Shoe Dealers’ Asso- 
ciation Convention which is to be held 
in San Jose in June. The Vendome 
Hotel was finally chosen as headquarters 
for the meetings, conferences, etc. A 
tentative program has been arranged 
with the co-operation of Eastern manu- 
facturers and members of the National 
Retailers’ Association, which is said to 
hold many features of interest and bene- 
fit to the retail merchants of the state. 
Plenty of enjoyable entertainment is 
promised for the merchants and their 
families. 


Visiting Shoe Salesmen 


The following Eastern representatives 
were visitors in San Francisco recently, 


with the new lines: Jack Koppage of the 
Laird Schoeber & Co. and the Boyden 
Shoe Manufacturing Company; Mr. 
Jones of the Scheiffele Shoe Company; 
Mr. Browning of the Rice & Hutchins 
Co.; Chas. Cook of the Lindner Shoe 
Company; Al Wolcott of the Selby Shoe 
Company and Mr. Harris of the Bradley 
Shoe Company. 


Visiting Shoe Merchants 


The list of visiting shoe merchants 
for the month includes the following: 
F. A. Montgomery of Santa Rosa, Cal.; 
Jas. A. Bennett of Grass Valley, Cal.; 
C. H. Baker of Los Angeles, Cal.; Louis 
B. Senosky of Portland, Ore., and 
Abraham Rains, shoe manufacturer of 
Cincinnati, O. 


Death of Edward M. Dineen 


Edward M. Dineen, president of the 
Reliable Shoe Company of Fresno, Cal., 
died the early part of March at his home 
in that city, following a three months’ 
illness resulting from an attack of 
influenza. He was 51 years of age at the 
time of his death. 


Little News Notes 


C. H. Wolfelt, president of the Boot- 
ery stores, is in New York at present on 
a buying trip. 

G. D. Harron, formerly in charge of 
the Women’s shoe department in the 
White House, has left that organization, 
his place being filled by F. MacGregor. 


Des Moines 


Shoe Store, and also a very extensive 
repair department, which is located in 
the building adjacent to his shoe store. 


Tri-State Shoe Repairers Entertain 


John Kembach, Jr., who has recently 
returned from service with the American 
Expeditionary Forces in France, was the 
guest of honor last evening at a banquet 
given at the St. James Hotel, Davenport, 
by the Tri-City Shoe Repairers’ Asso- 
ciation. The affair was given in honor 
of all returned soldiers. W. R. Lynn, 
president of the association, acted as 
toastmaster, and introduced, George W. 
Scott as the speaker of the evening. 
Mr. Scott’s subject was co-operation 
and association. The Tri-City Shoe Re- 
pairers’ Association has been in existence 
for two years, and it was one of the first 
organizations of its kind in the United 
States. Mr. Kembach was _ instru- 
mental in forming the association. A 
great many of the men who attended 
the shoe repairers’ meeting are also 
proprietors of the retail shoe stores. 

W. R. Lynn is well known in the East, 
having been associated with a manu- 
facturer of Comfort shoes before coming 
to Davenport.. He operates an Ideal 


Walter Meier, who formerly con- 
ducted a general store at Eldridge, Iowa, 
is selling out his store, and is now presi- 
dent of the Davenport Fish Company 
of Davenport, Iowa. 


Of Interest to Shoe Travelers 


Of interest to every shoe traveler will 
be the fact that W. F. Miller, who was 
formerly manager of the Black Hawk 
Hotel, is now located in Des Moines, as 
the new manager of the Fort Des Moines 
Hotel. C. L. Holden, who was for the 
past ten years connected with the Hor- 
ton Hotel Company of Waterloo, Iowa, 
being at the Russell-Lamson Hotel, 
and also proprietor of the Hotel Hil- 
dreth of Charles City, Iowa, will be the 
new manager of the Black Hawk Hotel, 
Davenport, Iowa. He has been in the 
hotel business for the past 25 years, and 
is well known among the shoe travelers. 

Every shoe traveler will be interested 
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to know that B. C. Northington, assist- 
ant manager of the Black Hawk Hotel, 
Davenport, Iowa, will be with W. F. 
Miller of the New Fort Des Moines 
Hotel, Des Moines, Iowa. He was for 
four years with the Saveny Hotel, Des 
Moines, and four years with the Black 
Hawk Hotel. Mr. Northington is well 
known among the shoe travelers. 


Iowa News Items 

Speigel & Holland of Omaha will buy 
out the Berry Shoe Store of Davenport, 
Iowa, and will take possession about 
May 1. 

Otto H. Keller, manager shoe depart- 
ment for Harned Von Maur, Daven- 
port, Iowa, recently returned from 
Chicago and St. Louis, making exten- 
sive purchases. Mr. Keller took posses- 
sion of the department and has shown 
a wonderful increase, which speaks well 
for him. Mr. Keller features only 
high class and quality merchandise. 

W. B. Wilson, manager and buyer 
shoe department of J. H. C. Peterson & 
Sons Co. of Davenport, lowa, reports a 
wonderful increase in business over last 
year. 

Akin-Schwenker, Davenport, Iowa, 
report a wonderful business. They 
feature high class merchandise. 

J. L. Woerderhoff, manager and buyer 
for Denecke Dry Goods Company, who 
also operates a shoe store in Daven- 


port, Iowa, reports wonderful business. 


Mr. Woerderhoff was formerly with 
R. Neustadt & Son. 

The New Method Shoe Parlor, for- 
merly an upstairs shoe store, but 
now located on the ground floor, 
reports an excellent business since mov- 
ing into their new quarters, which are 
centrally located in Davenport. 

Wilson Shoe Store, Muscatine, Iowa, 
some time ago installed a new front in 
their shoe store; it is one of the 
most attractive store fronts in this sec- 
tion, and they report an excellent ‘busi- 
ness. 

H. B. Tolson, manager of the shoe 
department of Wilkins Bros.’ depart- 
ment store of Des Moines, Iowa, re- 
ports a wonderful increase in business 
over last year. Joe Ball, formerly with 
the Arant Shoe Company, is now with 
Wilkins Bros.’ department store of Des 
Moines, Iowa. 

B. F. Swain, manager United States 
Rubber Company, Des Moines, Iowa, 
has made extensive changes, and has 
added to his office force W. F. Laliberte, 
as manager of the office, to insure effi- 
ciency in service. Mr. Swain also added 
two new salesmen in their clothing de- 
partment, featuring Raynster as their 
special line. 

George Breck, manager Walk-Over 
Boot Shop, reports excellent business. 
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Sample No. 716 
Men’s McNeely’s No. 3 Sample No. 717 


Brown Kid : 
Whole Vamp Blucher Men’s Boarded Cherry Red 
Russia Calf 


Pattern 
Panama Last No. 418 Straight Lace Bal Pattern 
Single, Oak Leather Sole Sam Hill Last No. 431 
Sizes 6 to 11, Men’s AA to Single Oak Leather Sole 
E Widths Sizes 6 to 11, Men’s AA to 
E Widths 


The EXCELSIOR Line for Fall presents many styles of Men’s, 
Boys’ and Little Gents’ Shoes that will interest every Retailer selling 


high-class merchandise. 


It’s a line that is new in style, new in patterns and new in lasts. 
It will prove a revelation to all dealers who are desirous of stocking shoes 
that possess features above the commonplace. 


THE EXCELSIOR SHOE(C 


Home of the Original 
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Sample No. $38 
Sample No. S21 Choc. Army Grain Blucher 


ne Munson Last No. 441 
The Original “‘Boy Scouts” 
Shoe, None Genuine with- McKay Welt Process 
out Medal cae Car- Goodyear Stitched 


ried in stoc! Two full soles to heel 
Black Chccolate Smoked Carried in stock C, D and 


4 rad ee ut E Widths 

to to to . ° - 
C, D and E Widths All sizes, Little ; Gents’, 
Chrome Elk Upper Leather Boys’, Men’s 

Korry eee Soles and 


McKay Welt Process 
Goodyear Stitched 


Excelsior salesmen are now on the road showing to the trade everywhere these 
new samples of Excelsior shoes, quality made and designed for quick selling. 


The complete line of Excelsior IN-STOCK STYLES, including Goodyear Welts, 
are now ready for distribution. Dealers should acquaint themselves with the service 
we are prepared to offer in this line. 


The “BOY SCOUTS” Line (the original and genuine) maintains its high posi- 
tion with merchants desiring to supply their trade with the best shoe for Boys— 


The original style (Base Ball Bal or outing pattern) is pate with the genuine 
Korry Krome soles and heels. 


0., PORTSMOUTH, 0. 


“Boy Scouts” Shoes 
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Our Greatest Demand Is Still 


for TONY RED 


And As Most Everybody Wants It We Are 
Up Against An Unusually Difficult Situation 


This is the fourth year— 
the eighth season—since we 


originated TONY RED. 


And in view of its extreme 
popularity for so long we 
were prepared for a lessen- 


ing of demand for TONY 
RED this season. 


But—on the contrary, we 
are receiving more calls for 
TONY RED than ever— 
from big retailers and manu- 
facturers. 


And you know it’s no easy 


matter to get raw calfskins 
these days—and labor con- 
ditions are by no means 
normal yet. | 


All of which increases our 
problem of producing enough 
TONY RED according to 


our well known standards. 


So if you have difficulty in 


getting real TONY RED | 


shoes from your manufactur- 
ers please understand that 
its because we can only 
make so much. 


Creese & Cook Company 


Tanneries at Danversport 


95 South Street 


Boston Salesrooms 
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New Orleans 


New Orleans retail stores are making 
extensive preparations for a big Easter 
season and from present outlook, as 
reported by most of the big stores, there 
will be a big demand for whites. 

For the present, colonials and pumps 
seem to hold their own in the local 
market. Manager George Hogan of 
Marks Isaacs’ department store reports 
a big sale in pumps, colonials and ox- 
fords. Mr. Hogan predicts that shoes 
are going to $20 a pair and in spite of 
this the public is showing much interest 
and are buying the best that the market 
affords. He predicts a big season for 
whites and a corking Easter trade with 
dandy styles and good looking shoes in 
big demand. 


Eleventh Anniversary Celebrated 


Manager Sol Stern of Maison Blanche 
department store told the “Boot and 
Shoe Recorder” correspondent that his 
March sales exceeded all previous 
records. ‘It was the biggest month we 
have ever had,” said Mr. Stern. The 
Maison Blanche celebrated their 
eleventh anniversary and reductions in 
every department prevailed. Mr. Stern 
looks for a big season in whites and his 
store is advertising whites extensively. 


Group of Retail News Notes 


The Walk-Over store reports big 
demand for patent colonials and pumps, 
with an unusual demand for buckles. 
Manager I. R. Jacobs looks for a big 
season in whites, while at present low 
shoes are going well, and browns are 
also selling well. 

Roth Shoe Store, Philip Schiro man- 
ager, reports that high grade shoes are 
in big demand, pumps and colonials 
getting the biggest call. Manager 
Schiro looks for a big season in whites 
and his store is prepared to handle the 
biggest white sale in history. 

Workmen are still engaged in renovat- 
ing and remodeling the Roth store, 
which is expected to be finished in the 
next few days. 


chaux 


Louis Sporl reports that there is a 
big demand for whites though ordi- 
narily the white season is a bit early. 
‘‘We’ve sold quite a number of white 
shoes already,” said Mr. Sporl. ‘“‘Pres- 
ent indications point to a banner season 
and I look for a record breaker.” 

Plain pumps and colonials are the 
best sellers at present. 

Louis Leonhard Sons also report big 
sales in colonials and pumps. They 
look for a big season in whites and are 
prepared for a big, Easter trade. 

The Walk-Over Shoe store has or- 
ganized a baseball team bearing its 
name and has scheduled many games in 
the states of Louisiana and Mississippi. 
Manager I. R. Jacobs is president of the 
club. 


_News from Imperial and Godchaux 


The Imperial, the home of the Hanan 
Shoe, reports a big business in dark low 
tans, and predicts a big season in whites. 
The demand seems to be for high priced 
goods. 

Manager Rene Roberts of the God- 
shoe department reports a 
prosperous business. In spite of high 
prices Mr. Roberts says that his store 
enjoyed one of the biggest months in 
years. Low dark tans are selling well, 
and white shoes are beginning to boom. 
He looks for a rattling big season in 
whites. Godchaux has one of the 
biggest lines of children’s shoes on 
record and looks for a big Easter trade. 
With the enlarging of his department, 
Manager Roberts boasts of one of the 
finest shoe departments of any of the 
big Canal Street stores. 


Manager Wild Returns 


Manager Ed Wild of the Crossett 
returned from a successful business trip 
East and is optimistic over trade con- 
ditions. He reports a big demand in 
low quarters with a bright outlook for a 
big season in whites.- “Business was 
never better,” he said. 


Indianapolis 


Local retaii shoe merchants are 
especially well pleased with the volume 
of business transacted during the last 
two weeks and are almost unanimous 
in the belief that if the pleasant weather 
continues the coming Easter shoe trade 
will be the biggest in the history of their 
business. 

The ideal Spring weather which has 


prevailed in this vicinity for the last 
two weeks has served as an added 
stimulus to Spring shoe sales, the local 
merchants say, and it is their hope that 
the present condition continues until 
after Easter. 

Shoe sales in this section, they say, 
depend to a large extent on the condi- 
tion of the weather. 
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New Spring Styles Displayed 


Throughout the city the new Spring 
styles are on display and, with the many 
attractive window trims and the utiliza- 
tion of an abundance of advertising 
space in the local newspapers, there is 
no doubt that the local shoe merchants 
have fairly well convinced the buying 
public that now is the time to buy 
shoes. 

Although the shoe merchants of the 
city have not been playing up the 
Dress Up Week idea as strongly as 
some of the local clothing firms, there 
is no doubt that the “dress up” sugges- 
tion has been responsible for many 
shoe sfles. The ‘dress up’ publicity 
coupled with the pre-Easter advertising, 
said by local newspapers to be the 
heaviest in their history, has made 
business exceptionally good in both the 
downtown and neighborhood sections. 


White Shoes to Have Big Sale 


Practically all of the local shoe 
merchants are of the opinion that white 
shoes will begin to sell rapidly about 
Easter and say that from present indi- 
cations the prospects for a_ record- 
breaking year are exceedingly bright. 
In fact, business with most merchants 
so far this year has been far ahead of 
the same period of last year. 


Frank E. Gaines Reports Favorably 


Frank E. Gaines, manager of the 
Florsheim Shoe Shop, 24 East Washing- 
ton Street, known as one of the live- 
wire shoe merchants of the city, is 
anticipating an unusually large Spring 
and Summer business. 

“The demand for shoes at this time 
is excellent,”’ said Mr. Gaines, ‘“‘but we 
have been having difficulty in getting 
goods already ordered because of a 
strike at the Florsheim factory. If we 
can get the goods we won’t have any 
trouble disposing of them.” 

Mr. Gaines says the Indianapolis 
store, which handles men’s shoes exclu- 
sively, has surpassed its record of sales 
for this time last year, and that the 
prospects for continued good business 
are excellent. Tans are proving ex- 
tremely popular among the men, 
especially the returned soldiers, he said. 


Enlarges Shoe Department 


One of the busiest places in Indian- 
apolis these days is the shoe department 
at the H. P. Wasson & Co. department 
store. This department, under the 
management of H. W. Curry. was 
recently enlarged to almost twice its 
original size in order to take care of the 
increased trade. Only women’s and 
children’s shoes are handled by the 
Wasson Company. 
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The Pleasant 


ys its beauty and fertility, has 
always tempted the Invader. But 
the rugged mountains of Ardennes and 
Vosges stood in his path and compelled 
him to find easier paths through Bel- 
gium, through Flanders, Anjou and 
Burgundy. 


History Repeats Itself 


because climate and topography react 
on man in all ages in the same way, pro- 
ducing similar conditions, compelling the 
similar methods and instrumentalities. 


Caesar and Pershing 


fought the same foes, on the same fields. 
The Caliga, the military sandal worn by 


United Shoe Mach 
BOS 


BRANCH 


Auburn, Me Cincinnati 
Brockton, Mass 93 Center Haverhill, Mass ~~ Broadway 
Chicago 18 South Market Lynn, Mass 306 Broad 
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Land of France 


Caesar’s legions, was the ancestor of the 
Goodyear Welt Shoe worn by Pershing’s 
Yanks. The Caliga, heavy-soled and 
hob-nailed to meet the rough trails and 
muddy lands of Flanders, was the germ 
of the Pershing shoe. 


The Goodyear Welt Shoe 


represents the most modern develop- 
ment of civilization’s footwear; its con- 
struction demands the best materials, 
the best workmanship, and these mean 
the acme of foot comfort; excellence and 
art in style and lasting endurance in the ¢ 
face of hard wear. The Goodyear Welt § 
Shoe is the Shoe of Efficiency. 


inery Corporation 
TON 


OFFICES: 


Johnson City, N. Y.124 Main New York 37 Warren 
Milwaukee 258 Fourth Philadelphia. ..221 North 13th 
New Orleans....216 Chartres Rochester, N. Y......130 Mill 

St. Louis 1423 Olive 
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IN STOCK 
NOW! 


CRAWFORD 
OR 
UNBRANDED 





IN STOCK 


This plain toe, cherry calf oxford is a much-wanted style on 
which we can make immediate deliveries. Widths 0-1-2-3-4 
are carried in stock. 


It is a high grade shoe that will please your most critical 


trade. 
The price is | $5.75 


CHARLES A. EATON COMPANY 
BROCKTON, MASS. 
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‘Business with us has been fine,”’ said 
Mr. Curry, ‘“‘and if the present weather 
continues there is no doubt that we will 
do the biggest business in the history 
of the store. I am looking forward to 
a big run on white shoes a little later 
on and I don’t believe there is going to 
be any objection whatsoever to the 
so-called high prices. At least we are 
not hearing many complaints on prices. 
It’s just a matter of having what the 
customer desires.” 

The H. P. Wasson & Co. always 
reserves one section of its big display 
windows for the shoe department and 
has presented some very attractive 
displays during the last two weeks. 


Hoosier Retail News Items 

The firm of Peoples & Gerke, which 
has conducted a retail shoe store at 
Decatur, Ind., for the last nine years, 
dissolved partnership recently, Mr. 
Gerke disposing of his interest to Fred 
Gay, who recently returned from several 
months’ service with the A. E. F. in 
France. Mr. Gerke has purchased a 
farm in Michigan and will move his 
family to that place. 

Fred Feachstein and Howard Cramer, 
of Fort Wayne, Ind., have purchased 
the Electric Shoe Repairing Company’s 
shop at 820 Barr street, Fort Wayne, 
and will continue to operate it along 
modern lines. The latter has been in 
the shoe business in Fort Wayne for the 
last eight vears. 









Clyde O. Druliner and James McDer- 
mott have purchased all the outstanding 
interests in the Guarantee Shoe Com- 
pany’s store, 125 North Michigan 
Street, South Bend, Ind. Both men 
have been identified with the store for 
the last four years and widely known 
among shoe merchants in that section 
of the state. 


J. A. Levinger, of New York, has 
taken over the management of the 
Boston Shoe Shop at Fort Wayne, suc- 
ceeding Raymond Weber, who has gone 
to Terre Haute, Ind., to take charge of 
the company’s store at that place. 
The Fort Wayne store is located on the 
second floor above the Woolworth five 
and ten-cent store. 

Conrath Brothers, who operate a 
shoe store at Terre Haute, have been 
awarded the contract to supply shoes 
during the coming year for the inmates 
of the Vigo county poor farm and other 
county institutions. The contract 
amounts to several hundred dollars. 

What almost resulted in an involun- 
tary and free distribution of shoes on 
the part of the W. L. Douglas. Shoe 
Company, of. Fort Wayne, occurred 
recently when a team hitched to a truck 
used in transporting shoes from the 
company’s old location to the new one 
became frightened and ran away. 
Fortunately the animals were stopped 
before more than two cases of shoes had 


been hurled from the truck. 


Buftalo 


“Footwear for Easter” is the slogan 
being used by Buffalo’s shoe and de- 
partment stores to attract trade. Ox- 
fords and pumps, described as “‘good- 
wearing, good-fitting and stylish-look- 
ing,” are receiving extra window space 
and the display men are showing great 
ingenuity and a knowledg2 of mer- 
chandising in the artistic arrangement 
of these goods. 


William Hengerer Company’s 
Windows Win Prize 

In a window display contest held by 
the Advertising Affiliation Convention 
in Buffalo recently, a special commenda- 
tion was: made of the windows of the 
William Hengerer Company’s store 
which has complete shoe departments. 
The windows were arranged by Charles 
A. Cooke. The displays were men- 
tioned as almost perfect specimens of 
the window-dressing art. 


Other Prize Windows 


Besides the Hengerer Company, the 
following stores, all of which handle 


shoes, were prize winners in the fore- 
going window display contest: Siegrist 
& Fraley, arranged by J. Geurich; 
Flint & Kent, arranged by George W. 
Murray; the Kleinhans Company, 
arranged by A. J. Allert, and J. L. Hud- 
son Company, arranged by Charles E. 
Leach. Up-to-date footwear played a 
prominent part in all these displays. 

H. A. Meldrum, president of the H. A. 
Meldrum Company’s department store, 
Buffalo, was elected treasurer of the 
Advertising Affiliation. Sidney Wilson 
of Cleveland is the new president. 


An Attractive New Store 


One of the finest shoe stores in Buffalo 
is that of G. B. Marsh, Inc., which was 


recently opened under the management . 


of John J. Wittmann. C. B. Marsh is 
president of the concern. The location 
of the new store is 475 Main Street. For 
eight years Mr. Wittmann was manager 
of the Watters’ Boot Shop of this city. 

The new store has four floors, all 
devoted to footwear. There is elevator 
service to each floor. On the first floor 
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is a brand new line of men’s and wom- 


en’s shoes from $5 up to $15. A fea- 
ture of the men’s footwear is a complete 
line of Nettleton’s shoes. There also is 
a comprehensive showing of women’s 
new oxfords, colonials and pumps for 
early Spring use. At the front of the 
store, on the right, is the men’s and 
women’s hosiery department. The first 
floor has accommodations for fifty pa- 
trons. 


Children’s Department a 
Feature 

An important feature is the children’s 
department, covering the entire second 
floor. This floor is 22 feet by 90 feet 
and is equipped with swings, merry-go- 
rounds and other amusement devices 
that delight the kiddies. This store 
has a special line of Naturefit shoes for 
the little ones. There is a fancy cut-out 
border design in this department. 

There is a large display window each 
side of the front entrance. Many of the 
int2rior fittings are of glass. The color 
scheme is a light shade of mulberry. 
There are blue rugs and the 50 seats on 
each side of the four floors are uphol- 
stered. 

The reason for the opening of the new 
store was the increasing volume of 
business at the company’s old store in 
the basement at Main and Court 
Streets. The old store, established five 
years ago, will close July Ist. 


**Ad”’ Brings Big Returns 

At the Regal shoe store at 362 Main 
Street trade is booming. There is a 
heavy demand for men’s and women’s 
brown shoes in all shades. Glen Cran- 
dall, who was employed at Watters’ 
Shoe Shop, has been made assistant to 
Thomas M. Murrett, manager of the 
Regal store. Mr. Rogers, assistant 
manager of the Regal for three years, 
has taken up his new duties as assistant 
manager of the Sterling Company’s 
new shoe store. The Regal store re- 
cently used a local newspaper “‘ad”’ to 
boom the sale of women’s tan oxfords 
at $6.50. The ad brought big returns. 

Mr. Murrett, manager of the Regal 
store, recently received a letter from 
Jack Block, former Regal salesman, who 
enlisted in the Jewish Legion in Canada 
and is now in Palestine. Mr. Block 
says he is quite well but is eager to get 
back on the old job again. The position 
is always open for him. 

The Regal store has just been re- 
decorated. There also are new store 
fittings, including stools, carpets, etc., 
and new fixtures for the windows. 


‘*Spring Sales’? Week 


The William Hengerer Company 
recently celebrated its “Annual Spring 
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STRIKING EFFECTS 


A THRILL in the shape of 
our NEW "CAPITOL" pattern 
("now showing") gives added 
BEAUTY and DAINTINESS to our 
WOMEN'S BOOTS for FALL. 


A scant NINE INCHES in 
height, amd GRACEFUL in each 
and EVERY LINE. 


On this pattern we quote 
the following prices as this 
JOURNAL goes to press, viz.: 


Blk. Kid, A grade. $4.60-$4.75 
Bre. Kid, A grade, $5.90-$6.15 
Gum Met. (Mat Top) $4.20 
Patent (Mat Top) $4.25 
Bro. Side, A grade — $4.65 


(Made in Imt. Welts and Imt. Turns) 
Very FLEXIBLE and SMOOTH 


Eight inch patterns cost a little less 
Our B Quality - ° , 


Our daily product is continuous PROOP 
that LIGHT EFFECTS and REAL SERVICE 
can be combined in an EMINENT DEGREE. 


me 
MANCHESTER, NEW HAMPSHIRE 


See this PLANT grow. 
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Sales Week.” The firm announced that 
it offered ‘‘a half million dollars’ worth 
of bright, new, Easter merchandise, 
footwear included.” The salé opened on 
a Monday. None of the items were 
advertised in the newspapers before the 
preceding Sunday. On the preceding 
Saturday, however, patrons were per- 
mitted to make their selections leisurely. 
Charles H. Nearing, shoe buyer for the 
firm, had an extra lot of window space 
for displaying his new Spring lines dur- 
ing the sale. 

H. B. Cosgrove, manager of the Wat- 
ters’ shoe stores of Buffalo and Niagara 
Falls, expects that this Spring’s trade 
will be a record breaker. He says this 
is the best April in many years for the 
sale of men’s and women’s shoes of 
every description. 


Demands of Returned Soldiers’ 
Week 


Mr. Cosgrove says that due to the ~ 


mild weather the sale of all low shoes 
has been forced tremendously and that 
just now there isa heavy call for wom- 
en’s oxfords and colonials. In Buffalo 
and Niagara Falls the Watters’ stores 
have the exclusive agency for the John- 
ston and Murphy shoes, for which 
there is a heavy demand. The Watters’ 
store recently devoted a week to the 
demands of returned soldiers. 


Correct Letter Writing 
Only a few possess the art of correct 
business letter-writing. This is the 
opinion of H. A. Meldrum, president of 
the H. A. Meldrum Company’s depart- 


ment store, which handles shoes. Mr. - 
Meldrum is also president of the Greater _ 


Buffalo Advertising Club of this city. 
“The average business man uses more 
words than he should in expressing his 
thoughts,” he said, “‘and is not always 
wise in. the choice of his words. He is 
liable to use big words, which all people 
do not understand, when he might bet- 


ter employ short words of which most - 


everyone knows the meaning. He is 
also liable to use complicated phrases 
and sentences, which, of necessity, ob- 
scure his meaning, when he should, in- 
stead, write simply and directly.” 


Buffalo Shoe News 


Some of Buffalo’s retail shoe merchants, 

who handle nationally-advertised foot- 
wear, have been informed that the 
manufacturers of this merchandise will 
shortly launch brand new window 
trims—striking cut-outs, posters and 
other material—of great aid to the 
enterprising storekeeper. It is said that 
as many of the shoe manufacturers 
were oversold during the past year they 
were backward in supplying these 
trims. 
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Columbus 


The Easter sale of footwear has been 
the best that local merchants have 
experienced in many years, despite the 
fact that prices are higher than for any 
Easter in the history of the present 
generation of shoe merchants. 

For the Easter trade local merchants 
had on display a complete line of the 
most strikingly distinctive new foot- 
wear creations that the buying public 
could desire;. each of the styles dis- 
played was of the best that modern 
shoemakers could fashion, and of all 
the wanted colors that milady could 
desire. , 


Brown and Black Five-Eyelet Oxford 


Brown and black kid, five-eyelet lace, 
oxford with 14-8 Louis heel constitute 
about 70 per cent of sales according to 
local merchants, while the sale of brown 
and black kid, brown and black calf, 
with military heel is very brisk. Patent 
pumps and oxfords are selling well for 
evening wear, but for general wear, 
these styles are not keeping up with the 
pace set earlier in the year. Suede 
calfskin in black and cinnamon brown 
is one of the newest styles on local mar- 
kets, and it is predicted that these will 
be one of the best sellers in a very short 
time. 


Demand for High Grade Buckles 


The demand for the better grade of 
buckles in beaded effect, rhinestone, cut 
steel and enameled has been very great, 
while spats have been a drug on the 
market. 

Following the trend of the colors of 
footwear, brown and black silk hosiery 
has been greatly in demand for Easter 
wear. 

The Spirit of Spring 

The local shoe stores are alive with 
the spirit of Spring and of true economy. 
A visit to the shoe stores assures the 
public of the truth of the above state- 
ment. The Travers store is displaying 
high boots, colonials and pumps, in all 
the different colors at $4.95, $5.95 and 
$6.95, while the Union Company 
showed men’s shoes and oxfords, made 
over smartly designed, distinctive new 
English lasts, of black calfskin and dark 
mahogany Russia calf, with welted 
soles at $8.00. In the women’s depart- 
ment were displayed many styles of ox- 
fords in stylish black or brown kid, with 
hand welted soles at $7.50 for the black, 
and ‘$8.50 for the brown that were ex- 
ceptional values in the season’s newest 
and smartest footwear creations, while 
for the boys and girls they had all the 


wanted styles and colors for which the 


juniors could wish. Browning’s held 
their semi-annual sale of Florsheim 
sample shoes and oxfords at $7.85, for 
which the buying public waited. The 
Home Store featured an early spring- 
time offering of white nile boots at $4.85, 
which their customers took advantage 
of by buying their needs for the coming 
season. 


At the Walk-Over Shoe Store 


The Walk-Over Shoe Store is again 
occupying their entire store room with a 
complete line of Spring and Summer 
footwear of all the latest styles and col- 
ors. This store is now one of the most 
attractive shoe parlors in the city, hav- 
ing been destroyed by fire some time 
ago. They have remodeled and redecor- 
ated, installed mahogany Shakespeare 
chairs and other fixtures to harmonize 
which makes a very pretty show room, 
for which they should be proud. 


New Shades in Silk Hose 


Merchants are displaying new shades 
in pure silk hose. Brown, gray, henna, 
chasseur blue, cloud gray, victory red, 
white or black are all greatly in demand. 


Pay Homage to Returned Soldiers 


On Saturday, April 5, the retail mer- 
chants paid tribute to the boys of the 
37th division upon their return to the 
Capital city from overseas. Every- 
where the Stars and Stripes were in 
evidence; the blue and white, emblem 
of victory and peace, was used: by the . 
shoe merchants in window displays and 
interior trimming, while Old Glory was 
flown from every window along the line 
of march. John J. Baird, of the Pitts 
Shoe Company, was Grand Marshal 
of the parade, and through the untiring 
efforts of Mr. Baird, the parade was 
carried out according to time and 
schedule. Mr. Baird was formerly 
Captain of Troop B, which was changed 
to a battery of heavy artillery previous 
to the world war. The retail shoe stores 
opened for business after the ceremonies 
were concluded and did a thriving busi- 
ness to closing time. 


FaH Orders Heavy on Kid Shoes 


Manufacturers state that the future 


_ orders on kid shoes has far exceeded 


expectations. Thisis due to the fact that 
the merchants keep posted on matters 
pertaining to the shoe trade, are aware 
of the fact of a shortage of kid skins and 
for this reason are placing their Fall 
orders very heavy on all kid shoes. 
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THE BOOT ILLUSTRATED ABOVE 
IS ONE OF JOHNSON BROS.’ DIS- 
TINCTIVE STYLES FOR FALL. IT 
IS A NINE INCH BOOT MADE 
WITH NO. 27 RUSSIA WITH A NO. 
5 NU BUCK TOP AND CARRIES A 
10-8 INCH HEEL. JUST ONE OF THE 
MANY REAL VALUES NOW BEING 
SHOWN BY OUR SALESMEN. 
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Jobs for Returning Soldiers 


The local factories closed Saturday, 
April 5, to pay homage to returning 
boys of the 37th division. All former 
employes of the shoe factories who are 
in service will find their positions await- 
ing them upon being mustered out of 
service. 

Columbus Notes 


T. S. Seibert, of The F. & R. Lazarus 
& Co., visited Eastern markets in an ef- 
fort to secure stock to replenish their 
depleted line. He was able to secure a 
few styles for immediate delivery. 

Mary Roberts, of the F. & R. Lazarus 
& Co., was also a visitor to the Eastern 
markets, to secure additional stock for 
immediate delivery for the women’s 
department, which was greatly needed. 


A Junior Style Show 


The things in the line of fashions and 
junior styles every little girl yearns for 
was shown Friday, April 11, at the Junior 


Shop on the second floor of the Union 
Company’s store. 

In five scenes little Miss 1919, the 
modern girl, saw herself in a style play- 
let, “Her Day,” as she has often 
dreamed of life—one dress after another, 
besides a gorgeous imported kimona— 
and proper footwear for each occasion. 

Twenty-four pupils of a well-known 
dancing instructor wore the clothes 
specially fitted to them. 


Scenes from ‘‘Her Day”’ 


The first scene was “Miss 1919 Gets 
Up;” second, “She Gets Ready for 
School;” third, “‘Her Athletics;’’ fourth, 
“An Afternoon Walk;’’ fifth, ‘‘A Dinner 
Dance.” 

The Ohio State University jazz or- 
chestra played for the style show, which 
was under the direction of Mrs. E. J. 
Dakin, buyer for girls and junior de- 
partment. Mrs. Dakin had experience 
in this line in St. Louis, New York and 
Paris. 


Brockton 


FACTORY IN-STOCK GOODS 
Demand Will Continue to Be Large 


In the opinion of Brockton shoe man- 
ufacturers, the demand for in-stock 
shoes will continue heavy for weeks to 
come. Right up to Easter time, the 
factory in-stock departments have been 
tested to full capacity as regards de- 
liveries. Depleted stocks in retail 
stores will necessitate a continued large 
demand from the factory in-stock de- 
partments. The manufacturers don’t 
look for any let-up in this immediate 
delivery trade for several weeks to come. 
In fact, the factory in-stock depart- 
ments have become so far standardized 
that they represent a practically all the 
year round proposition. 


Oxfords in Great Demand 


A feature of the call for in-stock 


goods is the demand for oxfords. This’ 


is true of women’s as well as men’s welts. 
Never in local trade_ history has there 
been so, great a demand for low cut 
shoes. While this is primarily the ox- 
ford season, yet the sale of low cuts will 
no doubt extend far beyond the limits 
of the so-called low cut period. Men and 
women are wearing oxfords for practi- 
cally twelve months in the year. It is 
to this fact that is due the larger produc- 
tion of oxfords in Brockton factories. 
The oxford is now recognized as a 
steady seller and one which will con- 
tinue to grow in favor, making it an 


all the year competitor for the high 
shoe. 


Plain Toe Oxfords Called For 


An echo of Army footwear is heard in 
the demand which is made on local fac- 
tories for men’s plain toe oxfords. Sev- 
eral concerns here report that there is an 
unexpectedly large sale of this style of 
low cut footwear. They attribute this 
to the fact that many young men who 
have left the service and returned to 
civilian life remember the comfort af- 
forded by the Army shoe: While they 
don’t want to wear the real Army foot- 
wear, they like the plain toe effect, and 
are calling for it to an extent which 
causes manufacturers to make many 
plain toe oxfords for their stock depart- 
ments. 


SHOE MANUFACTURER 
PRESIDENT 


Honored By Agricultural Society 


Fred F. Field, head of Fred F. Field 
Company, and Burt & Packard Com- 


pany, shoe manufacturers of this city, - 


has been chosen by the directors of the 
Brockton Agricultural Society as presi- 
dent of this organization. Mr. Field, 
who started in life as an office boy for 
the firm of which he is now the head, has 
been a director of the Agricultural 
Society for the past 25 years. He has 
been active in promoting the horse and 
cattle shows connected with it and an 
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important factor in the building up of 
the Brockton Fair. 


SHOEMAN’S BODY ARRIVES 
Funeral Services Held in this City 


The body of the late Eldon B. Keith, 
former treasurer of George E. Keith 
Company of this city, arrived in Brock- 
ton the present week. Mr. Keith, who 
went abroad in February last, on a 
mission for the United States Govern- 
ment, died in London of pneumonia. 
Captain Harold C. Keith, Mr. Keith’s 
brother, went to New York to’ receive 
the body and bring it to this city. He 
was accompanied by Marvin M. Rack- 
liffe, London representative of the Keith 
Company. The funeral services were 
held from Mr. Keith’s late home on 
South Street, April 16. The bearers, 
who were men closely associated with 
Mr. Keith in business, were: Messrs. 
Oscar C. Davis, George H. Leach, 
Charles E. Moore, Walter E. Johnson 
and Ernest W. Stedman of George E. 
Keith Company; and Stephen B. Alden 
of Churchill & Alden Company.. 


LABOR LEADER’S DEATH 
Regretted By Local Manufacturers 


John F. Tobin, general president of 
the Boot and Shoe Worker’s Union, 
whose death occurred this week, was 
an important factor in the promotion 
of the arbitration policy for settling dis- 
putes between employers and employes 
which has, for many years, pre- 
vailed in Brockton. His worth as a 
man and a far-sighted labor leader is 
recognized by Brockton manufacturers. 
This opinion is voiced by President 
John S. Kent of the Brockton Shoe 
Manufacturers’ Association, who says, 
in regard to Mr. Tobin: “I admired him 
because he stood so straight, always to 
the principles laid down in the policy 
of the union of which he was the head. 
He sought to make the trade union 
honorable in its dealings with employ- 
ers for the benefit of its members and of 
the community. His word was always 
as good as his bond and he was a man 


of undoubted courage.” 


Shoe Manufacturer’s Estate 


By the will of the late Orlando B. 
Bray, formerly of Howard & Foster 


-Company, shoe manufacturers of this 


city, property estimated at about $255,- 
000 is disposed of. Of this amount 
$5,000 is in real estate and the remainder 
in personal property. The bulk of the 
estate is left to the widow, while be- 
quests are made to relatives. Later, 
the estate will be diverted to the use of 
fraternal organizations and the Brock- 
ton City Hospital. 
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Everywhere 














HAT is true—there are styles of shoes 
that are sold in practically every part 
of the country. They are always profit 

makers for the dealer because they move 


promptly. 


Here are four suggestions from the many 
in the big McElwain-Barton line. The one 
the salesman presents for your inspection is 
Style 481—men’s Cordo Vici Bal, Single Sole, 
Goodyear Welt, Carlton Last. 








The others are:- 
No. 468 ’ ) 

Style No. 468—Men’s Cordo Calf Bal, Single Sole, Good- 
year Welt, Rocket Last. 


Style No. 465—Men’s Dark Tan Veal Bal, Single Sole, 
Goodyear Welt, Rocket Last. 


Style No. 356—Men’s Cordo Side Bal, Single Sole, Good- 
year Welt, Carlton Last. 





Another steady seller not illustrated is 
No. 322—Men’s Cordo Side Bal, Single Sole, 
Goodyear Welt, Fenway Last. 





Talk these over with your McElwain- 
Barton salesman or, if one does net happen 
to call on you, write us direct. 














7 McELWAIN-BARTON 
| McELWAIN | SHOE COMPANY 
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Haverhill 


THE SINGLE PAIR PROBLEM 
An Explanation to Merchants 


One of Haverhill’s slipper manufac- 
turing concerns is sending out to its 
customers a leaflet in which is given 
some information in reference to single 
pair orders from the standpoint of the 
manufacturer. After stating that there 
is admittedly no profit for the manufac- 
turer in single pair construction and 
adding that this service is considered as 
a necessary adjunct to every factory 
making the better grades of footwear, it 
is remarked that merchants are more 
interested in good service and satis- 
factory results than in small extra 
charges for single pairs. 


A New Plan in Operation 


Continuing, the statement is made in 
reference to single pairs that from this 
time an extra charge of $1 a pair is 
made for all lots of three pairs or less. 
This applies to the use of regular lasts 
and patterns. Where special measure- 
ments are called for, the charge will be 
in accordance with the required work. 
For the merchant’s further information 
it is stated that extra expense on single 
pairs is caused by specially selected 
materials, double prices for labor, while 
incidental expense’ are the same for 
one pair as for a case. Oftentimes, ,too, 
it is stated, materials, ornaments, etc., 
are ordered from distant points, occa- 
sioning corresponding expense, delay 
and loss of factory efficiency. Also 
that single pairs made to order cannot 
be returned. 


Improved Department Facilities 


A re-arrangement and refitting of the 
cutting department of Emery & Mar- 
shall Company’s factory, which recently 
has been.completed, provides increased 
output and improved facilities. As now 
arranged the cutting room of this large 
plant is one of the best in New England. 
Changes were necessary owing to the 
steady growth of the sales of the E & M 
line of women’s welts and turns. The 
cutting room is now on a par with the 
other departments of the factory and is 
prepared to respond to all demands 
made upon it. 


FACTORY PROPERTY SOLD 
Important Deal in Local Real Estate 


One of the largest real estate transac- 
tions recorded in this city was recently 
consummated by the sale of five brick 
buildings in the heart of the Haverhill 
shoe district. These were built follow- 
ing the Haverhill fire of 1882. They 


were owned by George Nichols, who 
represents a family which has con- 
trolled this property for fifty years. 
The purchasers are: H. L. Harris of 
Harris Shoe Company, George F. 
Carleton Shoe Company and H. L. 
Foss Box Company. Two of these 
buildings are on Washington Street and 
three on Phoenix Row in the rear. The 
amount involved in the sale was up- 
wards of $300,000. 


STAPLE FOOTWEAR 
Boudoir Slippers Always in Demand 


A line of women’s footwear produced 
in this city for many years and one that 
is in demand for twelve months in the 
year is the boudoir slipper. This popu- 
lar shoe is made in black and colored 
leathers, with or without heel. It is 
inexpensive in price and makes an 
attractive house shoe. Thousands of 
pairs of these boudoir slippers are made 
and shipped out of Haverhill every 
month. Several concerns carry them in 
stock to meet the demand for quick 
shipments. One of the manufacturing 
houses identified with boudoir slippers 
is the Baker Shoe Company, which has 
established a stock department for 
immediate delivery of these goods in 
black and colored leathers. 


SHOE FIRM TO MOVE 
Rapid Growth of Local House 


The Malbon Shoe Company will soon 
remove to its new factory quarters in 
one of the Burgess-Lang buildings on 
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Essex Street, where 30,000 square feet 


. of floor space will be available. This 


will be divided between the Malbon 
Shoe Company and the Bloomfield 
Shoe Company. The daily output of 
the Malbon concern will be 2,000 pairs 
of turns and of the Bloomfield Company 
about 1000 pairs of McKays. The 
officers of the Malbon Company are: 
President, Frank Atwood; treasurer, 
Jacob Bloomfield. The Bloomfield 
Company’s officers are: President, 
F. O. Bloomfield; vice president, James 
Dwyer; treasurer, I. J. Bloomfield. 
Clarence Bickum, formerly of J. A. 
McConnell & Co., will represent : the 
latter concern as salesman. 


TO BUILD NEW FACTORY 
A Seven-Story Structure 


Morse & Proctor, one of the old 
established Haverhill houses dealing in 
soles and counters, is to build a seven- 
story factory structure. This new 
building, which will contain 30,000 
square feet of floor space, will be at the 
corner of Lewis:and Winter Streets. 
Morse & Proctor Co. have sold the 
factory on Granite Street where they 
are at present located. They expect 
to occupy the new building about July 
1. A special line of facilities will be 
features of the new building. 


Shorter Factory Hours for Women 

The Haverhill Shoe Manufacturers’ 
Association has voted to reduce the 
working hours of women employes: in 
local factories from 54 to 50 hours a 
week. This new plan, which is now in 
operation, affects 3000 women in 
upwards of 40 Haverhill shoe factories. 


New York City 


HARRY A. EINSTEIN LEAVES 
CREDIT CLEARING HOUSE 


To Go with L. S. Goldsmith Agency 


Harry A. Einstein has resigned as 
advertising manager of the Credit 
Clearing House to become associated 
with the L. S. Goldsmith Agency. 

For several years past Mr. Einstein 
has directed the publicity of the Credit 
Clearing House and under the campaign 


he has handled has emphasized the. 


service given by the organization to 
the men’s and women’s wear trades. 

Prior to his identification with the 
Credit Clearing House, Mr. Einstein 
was sales and advertising manager 
for a Chicago clothing organization. 
He is experienced in sales manage- 
ment and mail order work. In affiliat- 
ing himself with the L. S. Goldsmith 


Agency Mr. Einstein plans to bring 
into play a seasoned knowledge of 
the retail merchant, his views and 
problems, and a broad gauged ex- 
perience in merchandising, advertis- 
ing and selling. 


Allen’s Boot Shop 


Allen’s Boot Shop of Trenton, N. J., 
which was washed out by water as 
the result of a fire in another part of 


- the building occupied by this establish- 


ment on January 20, has just opened 
one of the most up-to-date and com- 
plete ladies’ shoe parlors in the state. 
This is situated on the second floor 
of 40 East State Street, just across 
the street from the old stand. Com- 
plete new fixtures and stock, with a 
display window on the first floor, one 
of the very finest in Trenton, have 
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Your Guarantee of 
Shoe Satisfaction. 


HE GRAHAM SHOE satisfies, sells 

easily, sells fast and is always a re- 
peater. That’s why dealers everywhere 
find it a big “profit-producer’’ the year 
around, 


Many other styles and colors in Elk, 


Waterproof and Virginia Calf leathers are 


. made and carried “IN STOCK” for at 


once shipment. 


No. 1252 at $4.15 is 


A REAL WINNER 


and APPEARANCE. 
IN last,—hard box 


First bed Oak outsole, natural bottom 
finish, Chrome Liner, Grain leather insole. 


es = in Brown Elk, Soft Tip, 
y double est 


SAMPLES ON REQUEST 


“GRAHAM SERVICE IN BUILD- 
ING A BIGGER SHOE BUSINESS 
FOR THE RETAILER” is the title of a 
new book now on the press. It is a shoe 
catalog-plus, as it contains many helpful 
suggestions for any shoe department. 
Let us put your name on the list for your 


copy. 


_ GRAHAM-BUMGARNER COMPANY 


“Dioneer Shoe 
PARKERSBURG - 


Manufacturers” 
- WEST VIRGINIA 


on +, 
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been installed. The display window 
is arranged in old ivory and gold. 
The interior of the store is of gray and 
mahogany. Allen’s Boot Shop sells 
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nothing but ladies’ high grade shoes 
and slippers. M. Garfield Allen is 


the owner and manager, who has for 
his slogan—‘‘Style all the While.” 


St Louis 


The coming of the Easter shopping 
period brought a marked accession to 
the total of business in the retail stores 
and departments, despite the fact that 
the open season which prevailed earlier 
in the year had led to active business on 
footwear not ordinarily salable during 
the latter part of the Winter period. . As 
indicated in this report a week ago, the 
heavy run of business, as sensed by the 
retail managements, was chiefly on ox- 
fords and pumps, while the reports of 
sales of special ornamentation for low 
footwear show that the disposition to 
spend additional money on decoration 
was very largely present in the public 
mind. Buckles and beaded ornaments 
in semblance of buckles and similar 
types of jeweled effects were in the great- 
est demand, while most of the stores 
report an excellent business on spats, 
particularly in connection with the 
sale of pumps with which spats can 
be more successfully used. 


Wholesalers Busy with Rush Orders 


The wholesale district reports a 
sudden inrush of additional orders 
for fill-in purposes, indicating that the 
outlying trade has been having a 
good business and that the lines were 
being broken considerably by the call 
of the trade for additional footwear 
of the latest style types. The matter of 
price is reported to have been phil- 
osophically accepted by the public for 
the most part, the feeling seeming to 
be that reductions could not be expect- 
ed for the present and that immediate 
needs should be filled rather than wait 
an indefinite period for an. uncertain 
reduction. In addition, considerable 
missionary or educational work has been 
and is being: done in connection with 
the cost of materials and labor, which 
is apparently bringing the public to 
a realization that reductions are not 
to be had just yet. 


Salesmen Sending in Good 
Business 


The manufacturing houses report 
that business is back to normal and 
that while some of the salesmen, 
when they went on the road with the 
new season’s lines, found trade dull 
at first, they are now sending in busi- 
ness in a way that is pushing the 
factories on both immediate shipment 
goods and also on advance merchandise 


for early shipment. As price con- 
ditions and style tendencies are be- 
coming more settled, retail merchants 
are ready to place orders with more 
freedom than for some time past. 
The labor conditions are slowly im- 
proving in the factories and capacity 
production is more nearly in sight 
than since the beginning of the war, 
although it will be a _ considerable 
period before capacity of the 100 per 
cent variety is reached. 


Lt. Stribling Returns Home 


Lieutenant W. C. Stribling, Jr., son 
of W. C. Stribling of St. Louis, formerly 
in the shoe manufacturing business in 
St. Louis, has returned to St. Louis after 
practically two years of active service 
in the European war in the British Royal 
Flying Corps. Lieutenant Stribling 
first served as an ambulance driver, but 
in October, 1917, succeeded in being 
transferred to the Royal Flying Corps, 
receiving his training at Richwood 
Park, England. In April, 1918, he was 
sent to Mesopotamia, where he remained 
until October, 1918, being then ordered 
back to France. He was at sea when 
the armistice was declared. He received 
his discharge February 22d, and re- 
turned to this country only a few days 
ago. 


Annual River Excursion 


The Shoe & Leather Club of St. 
Louis has begun to make arrangements 
for its annual river excursion, which in 
recent years has been very largely 
attended and proved a profitable enter- 
prise for the club, returning a consider- 
able fund to the treasury of the organi- 
zation for the operation of its affairs. 
At the present time it is hoped to have 
the excursion the last Saturday in June, 
provided the river steamer men do not 
prove too exorbitant in their demands 
for the rental of their boats. It is 
hoped, if the excursion goes through, to 
make it even a greater success than last” 
year when the net financial return was 
particularly satisfactory. 


C. R. McAllister Resident Manager 


C. R. McAllister, who has been con- 
nected with the Brown Shoe Company 
for a number of years in the purchasing 
department has dpened St. Louis offices 
for the firm of Hummell & Downing of 
Milwaukee, manufacturers of shipping 
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cases for factory purposes. His location 
is at 1627 Locust Street, close to the 
wholesale shoe district of the city, and 
Mr. McAllister, who joined the Mil- 
waukee concern January 1, will be 
resident manager of the St. Louis office. 


President Sensenbrenner Presented 
with Watch 


Former President J. J. Sensenbrenner 
of the Associated Shoe Retailers, who 
is now president of the Missouri State 
Association, returned from the East 
where he went on business in time to 
attend the dinner given the retail 
merchants by the manufacturers and 
wholesalers, at which affair he was 
presented with a handsome watch by 
members of the retail organization in 
recognition of his efforts in connection 
with the national convention in Jan- 
uary, of which he was general chair- 
man of arrangements. Mr. Sensen- 
brenner was much affected by the 
gift, coming as it did from competitors. 
in business, and declared that it was 
indeed evidence of the new era in 
business in which business rivals did 
not need to be enemies. 


The Brown Shoe Company In- 
creases Floor Space 


The Brown Shoe Company, because 
of its need for increased space, has 
closed a long-term lease for the fhird, 
fourth, fifth and sixth floors of a six- 
story building at the northwest corner 
of 22d and Washington Avenue. These 
four floors will give the company 
80,000 square feet of additional floor 
space, which will probably be used for 
supply department capacity, etc., al- 
though determination as to the manner 
in which this new space shall be used 
has not been reached by the executive 
officers, who are making their plans 
for the early occupancy of the new 
building. 


Mexican Business Trip 
Postponed 


The St. Louis Trade Commission, 
which had planned to go to Mexico 
on a business tour of the country 
under the auspices of the Foreign Trade 
Bureau of the Chamber of Commerce 
of St. Louis, have decided to postpone 
the trip until such.a time as the un- 


. settled traveling conditions and the 


difficulties in getting passports have 
improved sufficiently to justify the 
journey. Passport problems at the pres- 
ent time are the most serious obstacle 
to the resumption of active trade 
relations, but St. Louis houses are 
watching the situation carefully with 
a view to re-opening business as rapidly 
as possible with Mexico. 
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Moves to The Worlds Greatest Central ShoeMarket 


July 1st,1919 


CUR new building will be located at Washington 
Avenue and Seventeeth Street, right in the heart of 
St. Louis’ big wholesale district. 


We will be in closer proximity to 
our ten big specialty factories 
and to the leather markets. 


‘It will enable us to better serve 


our patrons east of the Missis- 
sippi River and to take ad- 
vantage of St. Louis’ greater 


shipping facilities to all points 
in.our trade territory. 

Until the move is made, we 
will continue to ship from our 
present location, where our 
Ready-to-Ship stock is now 
complete. 


CENTRAL SHOE COMPANY 
Kansas City, Mo. 
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Samuel Zukerman Travels Eastern 
Pennsylvania 


Samuel Zukerman has sold the Marion 
line through Eastern Pennsylvania for 
the past four years. He has recently 
opened an office at 44 North Fourth 
Street. Room 35, Philadelphia, Pa. 

Mr. Zukerman writes, “Business is 
picking up very nicely. The past week 
and early part of this week have been 


SAMUEL ZUKERMAN 
A Marion Salesman 


very favorable and I look for good 
business from now on. My trade 
thinks very well of the Marion line.” 


Edward Porn with Chippewa Shoe 
Manufacturing Company 


Edward Porn, recently back from 
France, has joined the sales depart- 
ment of the Chippewa Shoe Manufac- 
turing Company, Chippewa Falls, Wis., 
as representative in Pennsylvania. 


Earl J. Casper Joins Iowa N.S. T.A 


Earl J. Casper, former buyer for the 
R. Tenenbom’s, whose residence is at 
Davenport, Ia., is now traveling rep- 
resentative for Graham, Burgarner, 


‘sonmnie Shoe Salesmen 


Activities of our Trade Ambassadors 
'On and Off the Road 


ER 


mT My ‘MOMDDODAAMOUGAUAAMAAMAAMOON ELENA ODUM = 


aL 


were 


| 


West Virginia, and recently joined the 
Iowa National Shoe Travelers’ Asso- 
ciation. 


Vv. E. McGrew Has Confidence in 
Marion Line 


V. E. McGrew believes that there is 
a great future for his line—that of the 
Marion Shoe Company—in his terri- 
tory. Previous to going with the 


V. E. McGREW 
A Marion Salesman 


Marion Shoe Company, Mr. McGrew 
traveled for Graham Bumgarner Com- 
pany of Parkersburg, Va. 


Frank Napling with Payne Shoe 
Company 

Frank Napling is a new salesman on 
the road for the Payne Shoe Company, 
Charleston, W. Va. He will make his 
headquarters at Huntington, W. Va., 
and represent the Charleston firm in 
that city and the territory that sur- 
rounds it. 


Salesman Is Optimistic 


George Kuykendall, one of the Payne 
Shoe Company’s staff of traveling sales- 


men, has come in from the road with a 
nice bunch of orders and good reports 
of business. Payne Shoe Company is 
enjoying a fine run of business this 
Spring, representatives of the firm 


 gtate. 


A Word from George L. Clanton 


George L. Clanton represents the 
‘Marion Shoe Company of Marion, 


— 
GEO. L. CLANTON 
Travels for Marion Shoe Co. 


Indiana, in Missouri, Arkansas and 
Oklahoma. Eighteen years has been 
his record selling men’s shoes. ‘This 
season,” Mr. Clanton writes, “has been 
a little backward. Some merchants are 
ready to place future orders, while 
others are inclined to hold off buying 


--until later, thinking there will be a 


decline in the leather market.” 
George L. is a live wire proposition 
for his firm. 


Impromptu Meeting of Iowa 
N. S. T. Az 


.The Iowa National Shoe Travelers’ 
Association held its first impromptu 
meeting at the Chamberlain Hotel, Des 
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AFTER EASTER 


you will need to replenish your 
stock. 


TEN STYLES OF 


No. 707—Cherry 


Red Blucher Ox- 
(ciel dp MEN’S OXFORDS 
uilivan ub- 


ber Heel, B, C, D, 


E, 5 to il.’ Price READY FOR QUICK 
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| 
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Black and _ colored leathers. 
Branded or unbranded. 


Two styles of good sellers shown 
here. 








Order today. Get what you 
want when you want it. 


66 A —— That’s Right” Oxfords will sell for months to 


come. 


We have the goods which will 
bring you sales and profits. 











No. 636—Cherry Red 
Lace Oxford. “Argyle” 


ee Write for Illustrated Folder, 
showing ‘‘Cygolf”’ Oxfords and 
High Shoes for At-Once 


Delivery. 


KELLY-BUCKLEY COMPANY 


BROCKTON, MASS. 
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Moines, since it re-elected L. D. Ream 
as president, and J. E. Wm. Prescott, 
secretary-treasurer. At the impromptu 
meeting it elected a new vice-president, 
viz.: Phil Campbell of the U.S. Rubber 


Company. 


Gloud Taking Many Fall 
Orders 

S. C. Gloud, who has represented the 
Leach Shoe Company, Rochester, N. Y., 
for seven years, has taken over the 
territory of the late H. D. Bramhel in 
Illinois and Missouri. Mr. Gloud 
writes: ““The merchants in my territory 
are very confident that this year will 
be one of the most active and profitable 


S. C. 


Ss. C. GLOUD 
With Leach Shoe Co. 


in the history of the shoe business. 
Very few of the merchants possess the 
idea that shoe prices will decline, at 
least not for many months, and the 
manner in which they are buying for 
Fall is indicative of considerable 
encouragement.” 


Milwaukee Shoe Travelers’ 
Association Incorporate 


The Shoe Travelers’ Association of 
Milwaukee, organized recently with 
nearly thirty charter members, has 
completed: its organization by filing 
articles of incorporation and _ being 
granted a charter by the state of Wis- 
consin. It is incorporated without capi- 
tal stock, as the purposes are to promote 
the mutual welfare of its members. A 
special meeting of the association was 


held at the New Plankinton Hotel on’ 


Saturday, to go through the formalities 
of the transition from a voluntary asso- 
ciation to an incorporated body. All of 
the officers and directors previously 


elected were continued in office. The 
principal officers are: President, George 
P. Utley; vice-president, William P. 
Mueller; secretary and treasurer, Max 
Tenscher. 


Fred C. Lahrman Sells Marion Shoe 
Company’s Line in Southeast- 


ern Indiana 


Fred C. Lahrman, who has been with 
the Marion Shoe Company of Marion, 
Indiana, for the past ten years, travel- 
ing southeastern Indiana, writes to the 
“Boot and Shoe Recorder’’ as follows: 

“TI have been with the Marion Shoe 
Company for ten years. Travel south- 
eastern Indiana. I find, at the present 
time, a tendency in the dealers. to hold 
back buying futures until later, but I 
firmly believe that after a few weeks of 
real live Spring business, the dealer will 
be more than anxious to place his order 
for shoes for next season. 

“They all agree that there will be 
more men’s dress shoes sold this season 
than were sold a year ago, and a still 
larger increase will be noted next Fall. 
On top of that no dealer is long on good 
shoes. It is mostly the cheaper grades 
that he is overstocked on, as that class 
of merchandise is not moving, but the 
better grades are. 

“Good snappy shoes are good property 
in any shoe store, and will sell without 
any pushing. If every merchant buys 
his needs for next season conservatively, 
he will come out on top. Besides, it will 
keep the factory busy—just busy 
enough to turn out a better grade of 
shoes than they have been turning out 
in the last three seasons, which we all 
admit have not been as good as should 
be; but no doubt they all did the best 
they could under the circumstances. 
There is no doubt that many unskilled 
shoemakers pulled down good money 
in shoe factories making dress shoes 
that under ordinary circumstances 
would not be able to hold a job in a 
work shoe factory, but the Government 
needed shoes for the boys and the 
retailer wanted his, consequently any- 
body who had the slightest experience 
in a shoe factory got a job, pulling down 
good money, too. But now, you’ve 


got to show the goods or else it’s blue 


envelope for you. 

“Our shoes are showing twenty per 
cent better value and next season I 
predict a still greater percentage of 
quality. The fact is, we all must pull 
together. Now is the critical time for 
the great U.S. Team work will pull us 
through with flying colors. Keep the 
boys employed so they can earn a good 
living. The rest will be zasy. Now 
let’s all get busy.” 
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Geo. Hanover in New Territory 


George Hanover, representing the 
McElwain-Young Shoe Company, has 
taken over a new territory recently. 
From now on he will devote his time to 
the San Joaquin Valley district in the 
interests of the firm. 

E. C. Young, manager of the McEI- 
wain-Young interests, has just con- 
cluded a trip through the Northwest in 
company with J. Talbot, factory man 
from the East. 


W. H. Lewis Elated Over the Trade 


W. H. Lewis is much pleased with the 
line of the Elbinger Shoe Manufactur- 
ing Company of Lebanon, Ohio. Mr. 


W. H. LEWIS 


Kansas and Missouri for Elbinger 
Shoe Mfg. Co. 


Lewis says that the Elbinger Shoes 
appeal readily to the buyer and for the 
same length of time that he certainly 
wrote as good business as he has for 
several years. Mr. Lewis says that he 
must give his line credit as a very potent 
factor in procuring a splendid compensa- 
tion for him. He feels very much 
elated over the conditions and trade 
prospects in his territory. 


Salesmen of the Sam B. Wolf Shoe 
Company, Cincinnati, for 
Spring, 1919 


Myron D. Wolf—New York, -Wash- 
ington, Baltimore, Philadelphia, Chi- 
cago, and St. Louis; W. B. Wadey— 
Weldon, N. C., Virginia, North and 
South Carolina and Maryland; R. E. 
Harrison—Ft. Smith, Ark., c-o Hotel 
Goldman, Texas, La. and Arkansas; 
Jule Snattinger—Loyal Hotel, Omaha, 

(Continued on page 127) 
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KEEN STUDENTS OF SHOE VALUES 
ACKNOWLEDGE OUR LINE GIVES 
ALL THEY SEEK— 















































































































































































































































FOR AT ONCE SHIPMENT 


ERE’S a smart style on an English last that has 
been a seller wherever shown. Steady sales on 
this shoe are reported. Dealer profits are most 

satisfactory. It is a sample of our high class shoe making. 
Only dependable materials used in its construction. 
Every part is carefully selected. We predict that you'll 
ie surprised to see how rapidly these shoes move. 


PLACE AN ORDER TODAY 


- NUMBER 900. 


LENOX LAST--Men’s Tan Mahogany Calf. 
Single leather sole. Leather counters. Full size 
lined. Leather top facings. In 


Widths. 
PRICE $5 .95 LESS DISCOUNT 
Also stock No. 906 on New Lieutenant Last. A 


very new extreme English. If interested, write for 
samples. 














J. W. CARTER CHICAGO COMPANY 
CHICAGO, ILLINOIS 
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Leather Market 


The market continues strong, with 
prices in some cases higher than a week 
ago. The removal of the British em- 
bargo on certain leathers naturally has 
increased the demand for such lines, and 
the consequent stiffening of prices is to 
be expected. The demand for leather 
for domestic cutting continues mostly 
for the better qualities of both sole and 
upper, and this also tends towards 
higher quotations as the supplies on 
hand diminish. Shoe manufacturers 
have been busy on Spring goods up to 
now. Easter lines having been delivered 
the manufacturers are starting but mod- 
erately on Fall lines. Orders for Fall 
shoes are not coming in with the activity 
expected, and producers seem to be in- 
clined toward safety and conservatism. 

However, a large amount of leather in 
the aggregate is being moved, and tan- 
ners seem to be fairly well satisfied with 
present conditions, when they take into 
account the hide situation, and the 
possibility of selling later, for more 


money, the leather they are not selling: 


today. This, at least, applies to the 
high grades, though dealers and tanners 
would hail with delight a better demand 
for the low grades which are accumulat- 
ing faster than desirable. 


SOLE LEATHER 


Demand Fairly Active, both Foreign 
and Domestic 


As has been the case for several weeks 
past, the domestic demand for sole 
leather has been confined principally to 
the highest grades, with a very moderate 
call for medium grades, and almost no 
demand for the low grades. This does 
not apply to offal, for which the foreign 
call has been very active. Hemlock 
from packer hides is selling on a basis of 
54c for heavy and dry hide hemlock 
sells at 48, 46 and 42c for heavy, middle 
weights 2c less, and light weights still 
lower. Union sole is going out right 
along to sole cutters and shoe manu- 
facturers, with steer backs 74, 71, 65c 
and 72¢ for cow backs, tannery run. 
Oak sole well sold up with extra heavy 
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X bends selling to finders at $1 per pound, 
while medium weights are going to 
shoe manufacturers at 97c for heavy and 
96c for light. Choice backs quoted 86c 
with other weights and grades from 85c 
down to 70c. Belting butts in better 
call, with No. 1 quoted at 96c, other 
grades 94c, and 86 to 88c. Curried 
centers range around $1.30. 

All kinds of offal have felt the in- 
creased demand because of the with- 
drawal of the embargo. Many tons of 


_ hemlock offal have been sold. Bellies 


are quoted 16 to 18c; shoulders 26 to 
30c and heads 12 to 13c. Union cow 
bellies are quoted 20 to 23c. Shoulders, 
45 to 50c and heads now held at 16c. 
Oak packer steer bellies are quoted 33c 
for heavy and 30c for light. Oak heads 
are sold ahead, with tanners quoting 
18 to 2lc. Double rough shoulders are 
held at 60c for heavy, 65c for medium 
and light. Single shoulders firm at 55c. 


UPPER LEATHER 


Best Grades Getting Scarce and 
Medium Selling 


As is noted above the demand is 
still confined mainly to the best grades 
of upper leather, manufacturers who 
formerly used medium grades now 
stirring to improve the qualities of their 
lines, in order to justify their higher 
prices for shoes. The only exception 
to this demand is the call for finished 
splits, on which the embargo has been 
removed, and orders for export coming 
in to such an extent that prices have 
advanced as stocks diminished. The 
export demand also includes chrome 
side leather and patent leather, all of 
which tends to hold prices firm. Calf- 


skin leathers higher with best grades * 


well sold up, and a consequent better 
call for medium grades. Colors are 
quoted 85, 83, 80c and blacks are held 
at 80, 78, 75c. There is a good demand 


for white buck sides. Side upper leather 


is quoted at 50, 48, 46c and blacks 44, 
42 and 40c. Finished splits selling well, 
as above stated, and flexibles in good 
demand, and sold ahead in heavy 
weights. Patent leather in good request 
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with a better demand for medium 
grades. Fair export call. Glazed kid 
high and sold ahead, with prices ad- 
vancing. Sheepskins quiet, with prin- 
cipal demand for white and fancy colors. 


HIDES 


Higher as Take-off 
Improves 


Quotations 


The Boston hide market is far from 
busy, but prices have advanced. Cur- 
rent receipts of New England and Cana- 
dian hides are large and are held at 
2244 to 23c for 25-45 pounds, or 21 to 
22c for all weights flat. Ohio buffs are 
held at 24c for 25-60 pounds and 25c for 
extremes, but no sales are recorded at 
these figures. Southerns are held at 24c 
and extremes 25c for best northerns, 
with middle and far south Ic and 2c 
less. 

The Chicago packer hide market 
shows a good demand for April salting, © 
with the market firm and strong. Heavy 
steers, April take-off quoted at 3lc. 
Heavy native cows held at 30c for 
Aprils, but February-March quoted at 
26c; light native cows quoted at 27c 
for Aprils. Texas steers quoted 30c for 
heavy, 29c for light, and 28c for ex- 
tremes. 

Country hides strong, with extremes 
reported sold at 2614c. Heavy steers 
quoted 221% to 24c; buffs 21 to 22c. 

Calfskins are higher. Packers have 
sold at 55 to 57l%c; Chicago cities 
strong at 55c; outside cities 5314 to 
55c; countries 43 to 45c; New York 
City calfskins now quoted at $5, $6 and 
$7. 

Foreign dry hides very firm, with 
Orinocos held at 41c, Central Ameri- 
cans 40c, and Puerto Cabellos 39}4c. 


‘No. 1 B. A.’s quoted at 40 to 41c. Wet 


salted firm, frigorifico steers quoted at 
32 to 32\4c, and cows 28 to 28 4c. 


To save persons from wearing over- 
shoes in wet weather a rubber sole that 
can be clamped to an ordinary shoe 
temporarily has been invented. 
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YOUR NEWSPAPER ADS WILL DOMINATE 
IF YOU USE THE 


CENTURY SERVICE 
For Retail Shoe Dealers 


Century illustrations fulfill the discriminating requirements 
of the shoe merchant who aims at the highest standard of 
excellence in his newspaper copy. 


And Century Service not only provides the finest quality 
of illustrations but shows you how to use them effectively, 
giving you valuable aid in copy and layout suggestions. 


For years, Century Service has been an important factor 
in the newspaper advertising of leading shoe dealers. In 
increasing the value of your newspaper space, it will give you 
benefits far in excess of its cost. Supplied monthly in mat 
form to one store only in each city. 








To stores in cities where the Century Serv- 
ice is not already contracted for, we are mak- 
ing temporarily an interesting TRIAL OFFER. 
Write to day for specimens and full particulars. 


CENTURY ADVERTISING SERVICE CO. 
244 FIFTH AVENUE NEW YORK CITY 


Po ai — of vat Asa mocae ny yt Gantuny Coste, 5 I 

entury Service for Departmen: ores you secure the benefits of a train i lustrations 
Century Service for Men’s Clothiers organization of specialists in retail mew “. 
Century Service for Shoe Stores newspaper advertising. Reduced 


























IN CHICAGO 


“UPut-On- aaa 


Detachable Rubber Heels - 
| Morrison Hotel 


Dealers all over the country are selling 
thousands of pairs of this wonderful heel, . 
because they give comfort to the wearer, os NI RIGHT — 





preserve level of the heel, and do away with os \ the loop—close to the 

cost of repair. wea en wholesale and retail centers. 

Made in black, tan, gray aH SES 2 Ss . ,, More than 1,000 rooms, 

and white in sizes to fit st 42). with bath, circulating ice 

French, Louis and Cuban it Ba tats: water, and a 

Heels. Retail price 50c. a tans! comforts. a 

Liberal trade discount. : 424: Sn eae 

Ask your jobber or ad- cet ae 
dress, > oa PT It.is the Home of the 

Robert E. Miller Ce aU f_ TERRACE GARDEN 

heb) aa mae tach Vion = Chicago’s Wonder Restaurant 


Incorporated 
11-13 Broadway 


ex Morrison Ffotel 


Madison and Clark Streets 
CHICAGO 


Personal Management Harry C. Moir 
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OXFORDS 


LACES — = ~ LACES 








| BOOTS 
ALL LENGTHS — COLORS — QUALITIES 





‘**OUR TWO LEADERS ’”’ 
Pat. C554 (illustrated). High Grade, Popular Priced Mercerized Tubular Lace, 
Tubular Laces ¢ in 12 Wanted Colors. 


Round Laces e «e Pat. 225—Best Quality Mercerized Yarn. Comes in 12 Colors. 





In all Silk, Silk Faced, Mercerized Gros Grain or Satin, Widths from 1% inch 


e 
Ribbon Laces e e to1l%inch. Black, White, Tan or Browns. Tipped or Untipped, any length 
(as ordered). Special Shades and Lengths made to order. 


Oxford Laces e e lhe new % inch lace for Oxfords in Black, White, Mahogany, Brown. 


Our New Price List on Laces Will Interest You. 
Ask For Copy of Catalogue Featuring Buckles and Shoe Novelties for 1919. 


Boston C. A. BROWNING COMPANY — Mass. 


30 Franklin Street 
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JOBBER WANTED 


TO PURCHASE 


ALL OUR FAC TORY 
SECONDS 


Converse Rubber Shoe Co. 


MALDEN, MASS. 


2 


S000 
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WHITE FOOTWEAR 











White Shoes of 
high grade, correct 
in every style detail. 


White Egyptian ” Flexible 
haar oo? Heel Me Enameled, 


Price $4.25 
In Stock: AA to E, 2% to 8. 


Boston, 183 Essex St. 








No. 


1460—White “Seaco” 


J. J. GROVER’S SONS CO. 
LYNN, MASSACHUSETTS 


Enameled, 
AA to D, 21% to 8 
No. 1460 T—Same as 10s, 


Combination 
690. In "Stock: Migation Last, | Mes 
Price $4.00 





New York, 127 Duane St. 








—* 





uh tt A .— 


INT AR time a MUM 
W: = By ben re ren flomy po 
IL wisdom of bu uyin ng shoes with a long established em 
& SHOE CO., a y i i 
i 
l 
Fe i 


8 poor economy. 
I In learning to save, they have discovered the WM 
r high grade qu ~~ ity — like the 
| MAYER "HONORBILT Lin 
F. MAYER BOOT 
MILWAUKEE, il 
- tl 
yl f y) i 
| | i 
nn uy | 
I 
il i 


hs yy a 


“| In te 


i ie 


n il Ye nT in 
| | ny i: 
itl Hn 


| st 














DIRECTORY 


OF 


Wholesale Shoe Dealers, 
Wholesale Findings, 


Department 
Stores 


Part I—Shoe Wholesalers 
A list of shoe Jobbers with names and addresses of 
firms handling general lines, specialty lines, job lots, 
commission manufacturing agents, etc. 


Part II— Wholesale Findings 


A list of wholesale dealers in Shoe Findings, Shoe Store 
Supplies and Leather. 


Part III— Department Stores 


A list of Department Stores selling shoes, including 
the Large General Stores. 

Gives names and addresses of firms and names of Shoe 
Buyers in nearly all cases 

Three parts bound in in flexible red leather to fit vest 


pocket. hheas 200 pages. Price $2.00 postpaid. 


American Shoemaking Publishing Co. 


683 Atlantic Avenue, Boston, Mass. 
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A FAMOUS LINE 


noted for style, materials, work- 
manship, selling quality, wear, 
right price, repeat business, 
profit producing power and uni- 
form excellence. 


Dealers are stocking “Just 
Wright” shoes and their cus- 
tomers are buying them with 
assurance of receiving every dol- 
lar of value that can be gotten 
in shoes at the price paid. 





TRADE MARK SH OE 


19 SNAPPY STYLES CARRIED IN STOCK 


j~ 











The two styles shown here are 
particularly strong sellers. ‘They 
will satisfy the hardest man to 
please on your list of customers. 
Every wearer will be telling 
friends what fine shoes they can 
buy at your store. Tell your 
requirements to our stock de- 
partment and let them supply 
you at once. 


Moa 
&< e] 


All of our 19 styles are cata- i ie 
logued. Send for copy of this DoH Chetttern “Reo4 
handsome book. f 210, * Citing 


ied 


Rockland, Mass. 


BOSTON NEW YORK PHILADELPHIA DETROIT SAN FRANCISCO 
183 Essex Street Marbridge Building 1215 Market Street Washington Arcade Pacific Building 
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No. 684—Cocoa Brown Bal., Rugby Last, Sizes, 1-6, C & 
No. 685—Gun Metal Bal., Rugby Last, Sizes, 1-6, C & 


Goodyear Welt Bals 
with Oak Outsoles, 
Leather Insoles 
and Rubber 
Heels 





, Price $3.50 
Price $3.50 


Price $3.00 


D 
D, 

No. 283—Cocoa Brown Bal., Model Last, Sizes, 9-1314, D, Price $3.00 
-1314, D, 


No. 284—Gun Metal Bal., Model Last, Sizes, 9 


2 
4 
9 


4, 


PERRY - NORVELL COMPANY 
HUNTINGTON, W. VA. 


NEW YORK OFFICE: 610 Marbridge Building. 


CHICAGO OFFICE: 19 South Wells St. 








2 


SURE FIT 
SPATS 


have become the most 
popular of all Overgaiters 
since their introduction. 

They are pleasing to the 
eye and sell readily because 
of their neat, trim appear- 
ance. 

They are Sure to Fit 
because they are designed exactly in accordance 
with the shape of the shoe. 


GOODWEAR OVERGAITERS 


For Men and Women 


- 
-} 
-~ 
- 
- 
= 





Made of Felt and Broadcloth in all popular 
colors—10 and 12 buttons. 


IMMEDIATE DELIVERIES 


Established 1908—Manufacturers of Over-. 


gaiters—Leggings—Children’s Shoes and Bath- 
ing Shoes. 


GOODWEAR LEATHER MFG. CO., Inc. 


65 West Houston St. New York City 

















An IN-STOCK STYLE 


from our line of 


Boys’ and Little Men’s Shoes 






Stock No. 15 


No. 15—Boys’ Tan Bal, Goodyear Wel 
Leather Sole, West Point Toe, Sizes 1 to 6. 
____ ERR aR ip Re age $3.50 


“HONEST WEAR IN EVERY PAIR” 


MARSTON & BROOKS CO. 
HALLOWELL, MAINE 
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IN TOLEDO, OHIO, THIS HANDSOME STORE UNDER LOCAL OWNERSHIP AND CONTROL WAS 
OPENED LAST SPRING. DESIGNED ESPECIALLY FOR “QUEEN QUALITY” SHOES, IT WON 
IMMEDIATE RECOGNITION FROM TOLEDO WOMEN AND HAS ACHIEVED MERITED SUCCESS. 











World’s largest 
factory making 
women’s shoes 


exclusively 














of 


to this Trade Mark in their communities. 
this famous brand rests on public experience, knowledge and confidence, and is a 


free and ever-profitable asset to the retail trade. 


You! 


THOMAS G. PLANT COMPANY 


NEW YORK BOSTON 


CHICAGO 


The Constant Reminder— 


ILLIONS of “QUEEN QUALITY” shoes in American homes are creating 
reputation and building trade for merchants who have the exclusive right 
The trade-drawing power of 








World’s largest 
In-Stock 
Department 
of its kind 

















che aper th 


in the war than America was called on for. It cost them more 
in money as well. 

America offered her men freely, and the way the soldiers of the 
‘‘dollar-nation”’ fought was the bit too much that broke the enemy’s 
spirit. They fought desperately, splendidly, reckless of wounds and 
death. They would not be stopped. And had the Allied armies been 
required to drive the enemy to the Rhine, the casualty lists would 
have been ghastly. 

Money power saved those lives. The ‘‘dollar-nation’’ proved the 
might of its dollars. The enormous schedule of war preparation, the 
demonstration of the terrific potential power of the country, united for 
a common purpose, had its effect on the morale of the German people 
and hastened their collapse. ; 

Industry is rapidly working back to peace production and produc- 
tion means money. Money—wealth—can be replaced, but lives never. 

The Victory Liberty Loan refresents lives saved, soldiers returned 
to their homes unharmed. 

Everyone gives thanks that our casualties were no greater—but 
just how: far will you go to prove it? : 

The Victory Liberty Loan is your chance. 


How much will you take? 


Piste and England gave ten to fifteen times more lives 


ictory Liberty Loan 


av . Space contributed by 
The Clean-up BOOT AND SHOE RECORDER PUB. CO. 
Button 201 SOUTH STREET 


Prepared by American Association of Advertising Agencies cooperating with United States Treasury Department 
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2%-inch base 
A-33 . 3% high 
24-inch base 4x8 plate 

7 inches over all 























SHOE WINDOWS LOOK 
MOST ATTRACTIVE WHEN 
TRIMMED WITH GLASS ||' 


Glass fixtures permit complete displays without the appear- 
ance of crowding. 

These fixtures are as clear and bright as crystal. They are 
simple, dignified and harmonious. Can be re-arranged for a wide 
variety of trims. 

Used by the best shoe stores. Inexpensive. Suitable for men’s, 
women’s and children’s shoes. Shipped from stock. 

Write today for Illustrated Catalog No. 9. 


CRYSTAL FIXTURE CO. 


359 Monadnock Building, Chicago 



































Our New “SHUFORM” Spat 


A New Fall Model 
The UNSEEN BUCKLE Eliminates Your Carrying Two Widths 


It Means a Smaller Stock Investment With a Greater Turnover 
MADE IN KERSEY— ALL COLORS 


Place Your Order Now— Samples Upon Request 


THE SIMON HALPERIN CO. 



































121-123-125 West 17th Street New York, N. Y. 
WANTED TO PURCHASE WANTED TO PURCHASE MISCELLANEOUS 
Highest Cash Prices Paid CASH PAID Wanted at Once 
for entire shoe stocks. We also fer shee stores er surplus stocks of shees 
b 1 te me er for ether merchandise. Leases taken for Department Store 
Quantities “ne object. Retail or grec. We will send a representative te for Cash 
taken off your bands. — Max | Kalter Mercantile | &. meme aie 
Conngeminie teaiivetio Prone Spring 4573 SHOES 
henmened 1899 No Quantity Too Large. Short 
ae 2 - . Job Lots of Shoes & Leather Leases Taken 
gc ageing Are Sold Through the Ce 
w Phone. Canai4l19 Recorder Want Ad Page New York Office _ 
e also purchase clothing, 23 Lispenard St., New York City 
hats, furnishing goods, etc. 5 CENTS A WORD Merchandise of Al’ Kinds Purchased 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth OSITIONS WANTED. Three cents per word for each insertion 
page per issue: P Minimum amount accepted, sixty cents. For other “Want” ad- 
52 ti One Deller.” Ads under this beading wil be recaived 
$2.00 pak Tug PM. Wen adr ores die somes 
4.00 i reas. When advertionno dave supiies Surwerded divest 
9.00 7.75 7.00 6.00 to their address, each word of the address must be counted in the 
12.00 10.00 9.00 8.00 


advertisement and paid for accordingly. Answers to ads. must be sent 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Ttimes 13 times 26 times 
$3.00 $2.75 $2.50 
6.00 5.25 4.75 





under letter postage. 














FOR LEASE 


SALESMEN WANTED 


SALESMEN WANTED 





ALESMEN-—Side line of infants’ McKays. All 
territories. Five per cent commission basis. 
Write or call. Address K146, care Boot and Shoe 
Recorder, 127 Duane St., New York. — — 


peewee side line on commission for ex- 

perienced shoe salesman. Give experience, 
cealhene covered and references. Address B273, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


IGH Grade Shoe salesmen to carry as side line, 

direct from factory, the strongest line of spats 
manufactured. Must furnish tt of references. 
Address B272, ames Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ALESMAN—Misses’, children’s, and infants’ 
medium price line, commission basis. Hart- 
mann, 819 Lucas St., St. Louis, Mo. 








HELP WANTED 


ANTED—Expert finishing room foreman who 
has had experience on high grade women’s 
Goodyear welts, turns and McKay shoes. Address 
B271, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








HAVE = ace in the lar, | mad popular price Des ladies’ 
specia ty store in oungstown, 
hundred pairs ladies’ shoes can me in 
shelving now up. Big opportunity. Will lease on 
7 basis. Write for more La egy to 
Burstein, 900 Chestnut St., Philadelphia, Pa. 








FOR SALE 


LD established business of 22 years, selling 

“ medium and high grade shoes, could be bought 
with fixtures and gc will. Last year’s business 
over $41,000. Eagle Boot Shop, 3499 Broadway, 





Wnts. RETAIL SALESMEN—An expand- 
chain store proposition can place three or 
four noun salesmen, must be of small town (up to 
,000 pop.) ys Good wages and prospects. 
268, care Boot and Shoe Recorder, 207 th 
Street, Boston, Mass. 
WANTED teen to. carry our line of sp 
shoes and moccasins through the est, 
Middle’ and Southern States on a commission basis. 
. A. Buck Company, Bangor, Maine. 


New York. 


A Splendid Opening for a “Quality 
Man” to Superintend the Making of 
Women’s Fine Shoes 


A Middle-West shoe manufacturer de- 
sires to secure the services of a first-class 
shoemaker who can direct the production 
of a line of women’s fine welts and act as 


a a 

right-hand man to the superintendent in 
one of the finest plants in the country. 
The salary and opportunity will be ample 
for the man who has had the necessary 
experience and can furnish satisfactory 
references. Address B267, care Boot and 
Shoe Recorder, 207 South Street, Boston, 
Mass. 


We Buy for Cash 


nara "Stocks, < 

C) toc! 

C tailers’ Surplus 

‘NO QUANTITY TOO LARGE 
We also purehase entire stooks 
from retailers or manufactur- 
ers. Send us particulars of 
what you have for sale. 
Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
5387 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 








. WANTED TO PURCHASE 





GALESMAN WANTED—To sell on commission 
as a sideline. A line of men’s nailed shoes. All 
territory open west of the Mississippi but Min- 
nesota. About See samples. Six per cent com- 
mission. Samples now ready. State experience 
ws reference. "Tense Shoe Company, Racine, 





GHOE salesman wanted to sell | shoe laces as a side 
commission. State territory 
pod. References required. Address B269, care 
Boot and Shoe Recorder, 207 South Street, Boston, 
ass. 

GALESMEN WANTED—Experienced men with 
established trade to carry ‘‘Federal Shoes for 
* Unusual line; in ~~ commission only. 
Ohio, Wisconsin and Illinois 
Address in qoetiaes, giving 

» Lo 














FOR RENT 











DEPARTMENT FOR WOMEN 


WORE SHOE SALESMAN—For high-grade 
AND CHILDREN 


“Made in Milwaukee” : p .. of men’s and 
boys’ work and semi-dress shoes. Have open 
northern half Louisiana, _ and 
Maryland. Business established. 
basis only considered. One hundred per og gain 
- Le ~ 1918. Building new factor poet considered with ability and finance to do 


Patera Luedke Schaefer Shoe » Sales 
lanager, a big business. ““THE QUEEN COM- 


filwaukee, Wis. 

GALESMEN WANTED—Any one calling on the PANY,” Youngstown, Ohio. 
retail shoe trade can earn good money as a 

 - aptgne Seen article. pecuie— 

Y) otogra| to Th Liberal commission 

Write foe ~- ars, The Oscar Onken Co., 11 

Wt. 4th, Cincinnati, O. 


SHOE 


In the most progressive wearing apparel 
store in Youngstown. Only a live wire 





























EXPORT OPPORTUNITIES 











WANTED FOR EXPORT 
WANTED CAPITAL FOR YOUR Discontiaued Numbers 


Surplus S 
EXPORT TRADE Stocks FOR CASH 
7 NEW YORK EXPORT 
Experienced Salesman, with PURCHASING CORPORATION 
capital, is desirous of acquiring 
an interest in a shoe manufac- 


515-517 Broadway, New York City, N. Y 
turing business that can develop 


HUSTLING shoe salesmen wanted in every and handle export trade. Chil- 
state of the Union to omy a Ly. dren’s or Women’s Shoes pre- 


staple line of men’s waterp 
shoes. wg Ay F commission—no advances. ferred. Address, with particu- 
lars, B270, care of ‘“‘Boot and 


An in-stock line that sells quickly with a good 
profit to the retailer. Act ick, stating 

Shoe Recorder,”’ 207 South Street, 
Boston, Mass. 





Efficient and Experienced salesman ac- 
customed to selling the larger local trade. 
Best of references required. Communi- 
cate with MERRITT ELLIOTT & CO., 
INC., 130-32 Duane Street, New York City. 














byt quick and pay highest cash price 
tor and wholesale stocks of shoes er 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprieter 


, o10 ee —. 


boar desired, a all possible information 
ourself. M. BROWN'S SONS CO., 
inc: t EDEN. T N.J 
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No. 53 
CHOCOLATE ELK BLUCHER 
OXFORD 
UNLINED —WELT 


THE DEMAND IS HERE FOR 
SANDALS AND PLAY SHOES 
Have you a full supply? If 
not, take a look through our 
stock catalog No. 15 and see 
what we can do for you. Our 
style 53 is a sure winner and 
perhaps may cover your re- 

quirements. 


MISCELLANEOUS 


a 4 
«y\% 
Aw 








“ENTIRE STOCK 
FOR SALE” 


is the message : 
that interests us : 


We buy for cash, wholesale, retail or job- 
bers stocks of shoes; men’s, boys’ and 
children’s clothing; men’s and ladies’ 
furnishings; ladies’, misses’ and chil- 
dren’s wearing apparel; dry goods; cot- 
ton and dress goods. No proposition so 
smaliastoescape our attont:on—noneso 
large as to be beyond our control. 
References:—Commercial Agencies. 


Call, write, phone or wire 
HERMAN DORNBUSCH, Appraiser 


David W. Biow Co.’: 


520 Broadway New York City 





“FISHER” 


Trade Mark 


COUNTER 
SUPPORT 

A Help to 
Weak Ankles 
Prevents the Counters of Boots and 
Shoes from Running Over. Easily A 
plied. No Repair Department should 
be without them. 


Without With 


The New Improved 


“E, W.” 
SHOE STRETCHER 


will adjust counters or stretch 
shoes two whole sizes without 
damaging the shoe. Ran of 
sizes: isses’ 13 to men’s 12. 
Shoes can be stretched either 
across the base end or of tip to 
ive greater height or width to 
x. $2.00 each. 


F. W. WHITCHER CO. 








No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 
RECORDER” all the time. 








Every Shoe Store Needs 
a pair of 
“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just the 
right shape to cut out 
tacks on the inside of 
shoes. 


‘‘Manchester”’ 
Trade Mark Reg. U.S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that ena- 
bles you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 
“MANCHESTER” 
curve jaw when order- 

ing. 
Write us direct if 
your dealer cannot sup- 


Noe 


_ NaH 11H 


Frank W. Whitcher Co. 


Patentees and Manufacturers 
to M nw Branch 
Boston, Mass. 323-325 W. Lake St. 








Milbradt Rolling 
Step Ladders 














J 
¥ 
Vs 


Prices 
Infants’ 6-8 
Child’s 84-11 
Misses’ 11144-2.... 3.10 


3 Widths 
Child’s, C, D, E. 
Misses’, B, C, D. 


TRAVELING SHOE SALESMEN 
(Concluded from page 115) 


Neb., California, Kansas, Iowa and 
Minnesota; E. Peck—Illinois, Michigan, 
Indiana, Ft. Wayne, Ind.; M. S. 
Thompson—West Virginia, New York, 
Pennsylvania, Hinton, W. Va.; Dave 
Wolf, c-o Factory —Florida, Georgia and 
large Southern cities; Wm. Petty, New 
York Office—New York State and 
vicinity; Wm. K. Harrison— Mississippi, 
Kentucky, and Tennessee. 


A. J. McDonald travels the Pacific 
Coast for the Holters Company, of 
Cincinnati, Ohio. His Los Angeles 
office is located at 400-401 Lankershim 


A. J. McDONALD 
On the Coast for the Holters Co. 


Building. He became affiliated with 
the Holters Company in January, 1918, 
and since that time has had a most 
successful business. 

















BOOT AND SHOE RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right’’; sold for a right purpose, to 
t prob m of the retail 


the right wearer, in the right fitting, for the right, rice, at the Cs x - oe. This is the ow 
shoe merchants. The chief purpose of the “Boot and S — tecorder/” solve it; for this is the basic problem upon 
which depends the progress of the entire allied industri adam otc leather; their production and distribution 


Annual subscription in United States, $3.50; per copy, , 25 cents. Canadian, $5.00. Foreign, $7.50 
Member of the A iated B Papers, Inc. Member of the Root Newspaper Ass'n Member of Audit Bureau of Circulations 
Entered at the Post Office, Boston, Mass., as second-class maller 








Each issue copyrighted by the Boot and Shoe Recorder Publishing Co 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 

















Published Weekly in the interest of the shoe 
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April 26, 1919 


DAINTINESS IN FOOTWEAR FOR SPRING AND SUM 
MER WILL BE THE FIRST ESSENTIAL THE SHORTER 
SKIRT PREDICTED WILL MAKE WOMEN MORE CRIT 
ICAL IN THEIR FOOTWEAR BUYING 


FOX FOOTERY AOMIRABLY FILLS THIS CRITICAL 
DEMAND. .WHAT COULD BE DAINTIER OR MORE 
IRRESISTIBLE TO THE FEMININE HEART THAN THE 
ul TRA FASHIONABLE FOX SLIPPERS, OXFORDS AND 
UMPS? 


CHARLES K. 


Haverhill 


CHICAGO: Great Northern Bidg. 
BOSTON: 54 Lincoln Street 


BOOT AND SHOE RECORDER 


FOX FOOTERY DOMINATES THE “HALF-SHOE” TRADE 
OF EVERY TOWN IT ENTERS. FOX SMARTNESS 
FACILITATES SELLING AND iS THE BASIS OF A 
PERMANENT SHOE BUSINESS. 


MAKE SURE THAT YOU ARE READY FOR THE COM. 
ING SEASON IF YOUR STOCK INCLUDES FOX FOOT. 
ERY YOU WILL ENJOY THE BEST SLIPPER AND PUMP 
BUSINESS YCU HAVE EVER EXPERIENCED. 


ae. ee Ow 
Mass., U. S. A. 


NEW YORK: Marbridge Bidg., Broadway and 
34th St., Room 632 
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Next season the girls will smile 
when they find real shoes with 
real style at reasonable prices. 


The “Walk-Croft” process it- 


self, the specialization of our 





merchandising, and the com- 
plete training of our organiza- 
tion, are crystallized in the 


creation of just such a line! 


Our salesmen are now on the 
road — new _ lasts — beautiful 


leathers—irresistible values. 


Have you investigated this line 


of business builders? 


A Post Card will bring the line 


to you! 


W atch for the next onel 


ncrosx BANCROFT WALKER COMPANY 


MAKERS OF SMART SHOES FOR WOMEN 


HAVERHILL, 
MASS. 





April 26, 1919 


. Sm iles / 





BOSTON OFFICE 
Rooms 404-5 


RICEBUILDING , 


“Walk-Croft” prices and styles are especially interesting to large dealers and department store buyers. Sold unbranded if desired. 
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The good will that a product enjoys is 
generally in proportion to the degree 
of responsibility entertained by the 
maker of the product to the buyers 
of the product. 


We say every grade of Standard Kid must be all that the leather 


buyers expect in quality and uniformity. That is the obligation 





we assume. 


The increasing demand for Standard Kid is a good barometer of 
the retailers’ satisfaction with shoes made of Standard Kid. 


Color 18 F ield Mouse 
Color 8 Gray 


are in good demand for Fall shoes. These skins are guaranteed to 


be colored with pure aniline dyes. 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 


207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 


Factory, Wilmington, Del. 


AGENCIES : 
CHAS. A. BRADY, ROCHESTER, N. Y. F. W. BAILEY & CO., ST. LOUIS, MO. 


{. LOUIS POPPER, CINCINNATI, OHIO. GEO. A McGAW, CHICAGO, ILL. 
PIERRE BLOUIN, QUEBEC, CANADA 


) STANDARD | 
KID | 


GUARAMTEED sonny 
























































Right off the reel 


is the proper way to sell shoe laces! 


This method saves you cost of Tipping, Pairing, Banding, Boxing and a good 
many yards of braid. 

The braid outfit shown here contains seven 200-yard reels of assorted colors 
which permits you to give the service of a $196.00 stock of Shoe Laces. 





‘The outfit costs $22.75. Choice of colors PTO 













































Patent Pending 


The Braid used for these Reels is a high grade Mercerized 


Sample order, 200 yard, single Reel round braid, $3.25 
Flat Braid, single reel, $3.75 


Colors, White, Black, Fawn, Mahogany, Bronze, Pearl Gray, Dark Gray, Medium 
Gray, Castor, Tony Red 


Tipping Tool, $2.50. Tips come in three colors (black; brown and nickel) 
Box of 500 tips, any color, 30c. Complete outfit Braid, tips and tipping 
tool, $26.15 


RITE-AWAY REEL OUTFITS ~ 


MANUFACTURED BY. 


143 Federal Street 


H. W. Ramsay & Company BOSTON, MASS. 
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BEAVER BROWN KID VAMP 
SILVER GRAY BUCK TOP 
WELTED SOLE=—MILITARY HEEL 


DONN D. SARGENT.CO. 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 
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SHOES IN STOCK 


‘“DALTON’’ SERVICE BACKS 
UP “DALTON’’ QUALITY 


590 AND 690 
TWO POPULAR MODELS 





Corsair Last. Cherry Calf Regent Last. AnotherVar- 
Varsity Oxford. Single sity Oxford, in general 
Sole, Broad Heel. A, 74% details a companion shoe 
to 11%. B,6%toll. C, to 590, but made up of 
5toll. D,5toll. A par- Brown Cordovan instead 
ticularly graceful model. of cherry calf. A, 714 to 
Fore part long and “com- 11%. B, 6% to 11. C and 
fortably” narrow. Tip D, 5 to 11. Both shoes will 
perforations of neat design. _ do much to secure you 
There’s a decided air of customers and hold them. 
refinement about the whole 

shoe. 





SEND FOR CATALOGUE 


‘illustrating and describing other 
styles in black and most in demand 
shades of Calf, Cordovan, Kangaroo 





PLAIN CARTONS — SHOES UNBRANDED 











The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Building 1415 Great Northern Building 
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NUBUCK 


Reg. U. S. Pat. Of. 


- moving conspicuously toward 
suedes, as it is doing today, the 
demand for leathers for fine shoes has 


thrown NUBUCK into remarkable 


prominence. 
The reason is simple: 


Nubuck has a fineness of texture 
and finish that has made it a monu- 
ment in the trade. Its range of shades— 


Col. 1. White Col. 18. Taupe 
‘ 2. Imperial “ 22. Beaver 
“ 3.LightGray ‘“ 25. Mahogany 
Col. 5. Olive Brown 


have come to meet the exactions of 
the most intelligent builders of fine shoes. 


Send for color pad of the genuine 
Nubuck, originated and tanned exclu- 
sively by 


A. C. Lawrence Leather Co. 
161 SOUTH ST. BOSTON, MASS. 


New York Chicago Rochester St. Louis 


| Cincinnati Gloversville 




















ORIGINATOR 


AJ Ui Lj PA. ® 
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FRED RUEPING LEATHERCO. 
FOND DU LAC, WIS., U.S.A. 


Mohawk Calf 


A Rueping production. Smooth, 








black Calf, fine grain, mellow feel 






and economical cutting qualities. 






The Best in Shoes 
Requires 


The Best in Leather 






Fred Rueping Leather Company 
Fond du Lac, Wisconsin 


—BRANCHES— 
Boston Cincinnati Milwaukee St. Louis 
New York Chicago San Francisco Montreal 
Northampton, Eng. 
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Making McKay 
Footwear Exclusively 
—We are truly spe- 
cialists in our line. 


This specialization extends to 
the featuring of style in 
abundance—and quality of 
material and workmanship 
always. 

A-F-B McKays, while selling 
at a moderate price, will easily 
prove to be your strongest 
selling line. 
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** Maintains a Standard Reputation’? 


ACE CALF 


HIGHEST QUALITY 


Our Popular Colors — Smooth and Boarded 


COLOR 404-NUT BROWN COLOR 505-MAHOGANY COLOR 909-DARK COCOA 


SILK'Y — MELLOW — RICH 


PANAMA CALF 





A colored leather for the moderate priced shoe. Continues to give 
complete satisfaction to the leading makers in the same shades as 


ACE CALF 


ACE SIDES 





. In the Popular Shades 
CHARACTER — CARE — VALUE 


Foreign buyers are cordially invited to inspect these leathers 





J. S. Barnet & Sons, Inc. 


Tanneries at LYNN, MASS., U. S. A. 
Salesrooms, 75 South Street, Boston, Mass., U. S. A. 
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(7 New England salesmen will book your 
orders for the famous Edmonds ‘‘Foot- 
fitter’’---‘‘the shoe that won’ New England! One shoe--- 
One leather---One last---One price!! AA to EE---5 to 12 (sizes 
and half-sizes), $5.25. Guaranteed immediate delivery! 


Full single, Goodyear Welted, 10-iron, grain oak 
Outersoles — strictly first quality and specially 
graded and selected! Uppers of a superior quality 
of genuine “Edmo’ calfskin of a _ rich, dark 
mahogany shade! Heavy grain sole leather inner- 
soles and counters. Whole lift, grain leather 
heels! Calfskin inside counter pockets, heel stays 
and side linings! Extra quality lining which will 
wear for the life of the shoe! 


SELLING AGENTS FOR NEW ENGLAND 


——A. H. BERRY SHOE COMPANY— 
PORTLAND, MAINE | 


Boston Office, 428-430 Albany Building 
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Our Proposition to Shoe 
Manufacturers 


We have no innersoles to sell. We make and market 
“PANCO” REINFORCING TAPE only. As manu- 
facturers and distributors of this new and ver useful 
material we stand ready to prove our claims of superi- 
ority in this way. Send us a case of innersoles chan- 


neled 1-32 of an inch deeper than usual. We will ce 

attach “PANCO” REINFORCING TAPE at the COMES: SPOOLED IN 

toe, or all around, as you prefer, and return the innersoles ready for 50D AND 1o0Q YD. LENGTHS 
use. If you are not satisfied that the innersoles so treated are superior 

to all you ever used, no charge will be made for the service. 


Every innersole should be reinforced the ‘“‘PANCO”’ Way 
Use of “PANCO” REINFORCING TAPE simplifies the work of innersole reinforcing, increases strength 
where welt and upper meet, and guarantees shoes the uniformity of which would be impossible to obtain by the 
common reinforcing methods. Think what it means to be able to put shoes through your factory without welt- 
ing troubles, no matter what the factory conditions are, and with perfect toe lines. 

F Difficulties of Welting Are No More 


They may be disregarded and forgotten when ‘““PANCO” REINFORC-— 
ING TAPE is used. Lasters can work without fear of knocking down channels. The double 
layers of fabric, where single layers have heretofore been, build up the leather and add strength. 


Better Shoes at No Extra Cost 


follow use of “PANCO” RE- 
INFORCING TAPE. It provides for a tight 
in-seam, and when applied to straight Good- 
year innersoles overcomes wiper troubles shoe 
manufacturers have with No. 5 lasting ma- 
chines. By reinforcing the toe with ‘“‘PANCO”’ 
REINFORCING TAPE as in_ illustration 
No. 3 the machine cannot force back the lip 
and substance between, thereby creating weak- 
ness where the shoe should be strong. To carry 
“PANCO” REINFORCING TAPE all way 
around the innersole as in illustration No. 1 
costs very little, and all advantages obtained 
through use as in illustration No. 3 can be had 
at an insignificant price. All stitching is flush 
with innersole surface. The tread remains 
smooth. It may be covered as illustrated in No.2 


Write us relative to prices 
and complete elails. 








PANCO RUBBE 


COMPANY 


CHELSEA - MASS. 
U. S.A. 


SHERBROOKE, QUEBEC, CAN. 


Se 
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Mckays 8 Welts 


The most critical of all are the de- 
partment store buyers. 


Style and value they must insist 
upon to earn the quick turnover 
necessary to carry on a successful 


business. 


Cotter sells this trade—has sold 
it for years. 


- The firms who bought from the 
Cotter line fifteen years ago are 
the firms that are buying from it 


today. 


oe Co. 


Ef ave, = 
| a | 
| BOSTON OFFICE ww, ESSEX ST. . 
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Double Sole 


Double Pressure 


Double Strength 


HE FOUR-BUCKLE, all-rubber 
“Tllinois,’’shown here,is one exam- 
ple of that close study of special 
requirements which is evident all 
through the Firestone line. 
Firestone designers have provided 
for every need with infinite care, 
and Firestoneworkmanship carries 
through these special features to 
commercial perfection. 


Add to these advantages the results of the 
Firestone Double-Pressure Process and it 
becomes clear why the name “Firestone” 
already leads in this field, as it has lon? 
led in the tire industry. That Double-Pres- 
sure, like the tempering, of steel, insures a 
tensile stren}th, a resistance to wear, here- 
tofore unknown in rubber footwear. 


Don’t stock up until you have seen the 
man with the Firestone line. He has 
ample stocks in light and heavy, and will 
ship promptly. 


FIRESTONE TIRE AND RUBBER COMPANY 
FIRESTONE PARK AKRON, OHIO 

















Firestone 


Rubber Footwear 
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Ihe WHITEST WHITE 
e ih Leather of 
, 0 Great Merit 


Stands the Strictest 
INVESTIGATION 


Made also m the leading OURS 


G.LEVOR & C0. Inc. 


MANUFACTURERS 
GLOVERSVILLE, N. Y. 
NEW YORK 88-90 GOLD ST. 


— ST. LOUIS — 

LEATHER EXCHANGE BUILDING 
JOHNSON, STEPHENS & PATTON LEATHER CO. 
— BOSTON — 

145 SOUTH STREET 
THE G.LEVOR COMPANY 
— MILWAUKEE— 

ARs PAALLE RR. 

COMPANY 
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Samples for 
Fall 1919 


No Restrictions 


A Smart, Snappy Style 









% $ 
so 
% 
% 


> 


eo % 



































‘S * 2 





> oo © & ® , 
o_O 





o 2 2 & & & 
ee ke 





oo o % 
>» 2% $ % & 


4% 


@ 
e 
% 





@ | EW Castle Leather Company Havana 


by Brown Kid, Nine Inch Lace Boot, Plain 
K | Toe, Leather Covered Louis Heel with Plate. 
4 4 ' Made and Exhibited by 

6 JULIAN & KOKENGE Co,, 


b CINCINNATI, OHIO. 

Kg : 

| Py e¢ ) f 4 ee 
M c Fudge Lt ray [ts ll[sers 


He NEW YORK 

ie | Boston Montreal,Can. Chica 
| @ | and the Principal Leather and Shoe Contves Ei Verywhere 
1 PY 


Factory, Wilmington,Del. 







by) Castle Havana Brown fashion Plate 


: New Castle Leather Company 
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HE Beacon Shoe Store of 


Los Angeles carries ten 


styles of shoes equipped with 


Nedlin Soles. 


They say other 


non-leather soles do not equal 
Neolin Soles in wearing quality. 


The extra wear that 
Nedlin Soles give, makes 
all service shoes live up 
to their name—men’s 
business shoes, women’s 
walking shoes, boys’ 
shoes, shoes for growing 
girls and thesmaller 
children. 





























Neolin Soles 


Trade Mark Reg. U.S. Pat. Off. 


Those dealers that sell 
the most Neolin-soled 
shoes have educated 
their clerks in the selling 
points of Nedlin Soles— 
their extra wear, added 
comfort and waterproof- 
ness. It pays to talk 
Neolin Soles. 





NeZdlin Soles are made by The Goodyear Tire & Rubber Co., 
Akron, Ohio, makers of Wingfoot Heels—heels so good 
that only 1 pair in 352,000 is returned for adjustment, though 
they are guaranteed to outlast all other heels, rubber or leather. 
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Customer-Satistaction 


VERY WHERE there is an in- 
sistent demand for sound quality 
in footwear. 














If you can sell a customer satisfac- 
tion, you have made your largest 
profit. 

No other shoe has had greater influ- 
ence in producing CUSTOMER- 
SATISFACTION than Regal. 


A study of the Regal line will re- 
veal new sales possibilities for your 


store. 
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Regal Shoe Company 


BOSTON, MASS. 
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Stock No. 4352 
READY TO SHIP 


An Oxford for Service and Comfort. 


Havana Brown Kid; 5-Eyelet Blucher Ox- 
ford; 12 sq. Sole; 9-8’’ Wingfoot Rubber 
Heel; Midget Eyelets. 


_B,7 to 10 C, D and E, 5 to 10 


Style Price Telegraph-Order 
4352 $5.95 > Code Word 
PIEDMONT 





Prices subject to change without notice. 





Send for, the Regal Catalogue—or shall we 
send our representative? 





Regal Shoe Company 


BOSTON, MASS. 


ANA PNAD MATRA ADEA UDEE TL 
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(GALLUN’S 
Quaurry LeaTuers 


For Fall and Winter 
1919-1920 





MANDARIN SIDES 


A chrome tanned side leather made in a glazed and boarded finish and 
offered in two colors. Mandarin Sides are strikingly attractive and of 
the highest integrity. They are designed to meet the call for fine shoes 
that can be sold at prices demanded by the great majority. 














VIKING CALF 


A strong grained mellow calf skin that is moisture-repellent. This leather 
does not peal or chip and is especially adapted for a high grade shoe for 
Fall and Winter wear. Viking Calf is favorably known and universally 
used. It takes a brilliant polish and is offered for the coming season in five 
colors and black. 








NORWEGIAN VEALS 


One of Gallun’s specialty leathers—a heavy, rugged, high grade leather 
for storm and street wear. ° 

The texture of this leather is unusually fine and it is suitable for both 
men’s and women’s shoes. 

Norwegian Veals will be found in the lines of discriminating shoe manu- 
facturers making a quality shoe. 

This leather is produced in two colors and black. 














A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 


A. F. GALLUN & SONS, INC. 
H. A. ELY, Manager 11 East St., BOSTON 
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In-Stock For Immediate 
Delivery 


and now is your opportunity to get them by return express. 
They are first quality in every detail — style, materials and 
workmanship. 


HARNEY STANDARD THROUGHOUT 


100—9 in. Pat. Lace Boot, Satin Twill Top, 18-8 Lea. Louis, B-C-D.. 
101—9 in. Pat. Lace Boot, Mat Kid Top, 18-8 Lea. Louis, B-C-D.... 
104— White Nubuck Ox., 18-8 Lea. Louis (sprayed), B-C-D 
105—White Nubuck Ox., 14-8 Mil. (sprayed), B-C-D 

107—Pat. Ox., Satin Quarter, 18-8 Lea. Louis (sprayed), B-C-D:... 
108—White Fabric Ox., 14-8 Mil. (sprayed), A-D 

109— White Fabric Ox., 18-8 Lea. Louis (sprayed), A-D 

112— Mat Kid Pump, 18-8 Lea. Louis, A-D 

113—Pat. Pump, 18-8 Lea. Louis, A-D 

114—White Fabric Pump, 18-8 Lea. Louis (sprayed), A-D 
115—Mat Kid Ox., 18-8 Lea. Louis, A-D 

116—Gun Metal Ox., 18-8 Lea. Louis, / 

118—Pat. Ox., 18-8 Lea. Louis, A-D. 


In-Stock ee 2. 10: net / 30. 


P. J. HARNEY SHOE CO. 


Factory :: 3: :: t: Lynn, Massachusetts 


Boston In-Stock Diabet $3 78 Lincoln Street 


rrr rrr rrr rrr > 
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Sterling 
Americans 


GEORGE: MORTIMER-PULLMAN 
Born March 3,1831-Died Oct.19,1897 |». 
Inventor-and:Captain 
of -Industry 








Comfort and Safety in Railway Travel. 


The American traveling public is deeply indebted to George Mortimer Pullman, 
the Sterling American railroad man, and inventor of the luxury of the modern 
sleeping car and the vestibule train. He founded the industrial city of Pullman, 
for his employees, said to be the healthiest town in America. 


WEARERS OF GOOD SHOES EVERYWHERE ARE INDEBTED TO STERLING PATENT 
COLT AND STERLING PATENT KID FOR COMFORT AND ECONOMY. THESE FAMOUS 
SHINY LEATHERS ARE WONDERFULLY SOFT, FLEXIBLE AND DURABLE, AS WELL AS 
BEAUTIFUL IN APPEARANCE. RETAILERS AND MANUFACTURERS OF SHOES MAKE 
NO MISTAKE IN SELECTING LEATHERS SO HIGHLY APPRECIATED BY THE PUBLIC. 


Sterliiy’Golt Sterliig Kid 


BRISTOL PATENT LEATHER COMPANY BOSTON, MASSACHUSETTS 
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Foot Form 
Last 


Select from the following list the styles you need, and send us a mail order 
to fill up your sizes. We will give you prompt and efficient service 


| 6202 Infant’s Patent Mary Jane Sandal, McKay, D-E, 5 to 8, Foot Form Last... .$1.75 
6201 Child’s Patent Mary Jane Sandal, McKay, D-E, 8) 74 | to 11, Foot Form Last.. 2.00 
6200 Misses’ Patent Mary Jane Sandal, McKay, D- E, 111% to 2, Foot Form Last.. 2.25 
6105 Infant’s Brown Kid Mary Jane Sandal, McKay, D- E, 5 to 8, Foot Form Last.. 1.85 
6104 Child’s Brown Kid Mary Jane Sandal, McKay, D-E, 8% to 11, Foot Form Last 2.15 
6103 Misses’ Brown Kid Mary Jane Sandal, McKay, D-E, 11% to 2, Foot Form 
ES Re Fe ry © Goede eee ee er ee 2.35 
6303 Infant’s All Patent Straight Tip Oxford, McKay, D-E, 5 to 8, Foot Form Last. 2.00 
6302 Child’s All Patent Straight Tip Oxford, McKay, D-E, 81% to 11, Foot Form 
EATS | AAS Py EO Se. SO ere 2.25 
6301 Misses’ All Patent Straight Tip Oxford, McKay, D-E, 111% to 2, Foot Form 
ES ec SR RR aE a, gee Ne ar gmk, aE GN aan a De ere 2.50 
6308 Infant’s Brown Kid Straight Tip Oxford, McKay, D—E, 5 to 8, Foot Form Last. 2.00 
6307 Child’s Brown Kid Straight Tip Oxford, McKay, “" to 11, Foot Form Last... 2.25 
6306 Misses’ Brown Kid Straight Tip Oxford, McKay, D-E, 1114 to 2, Foot Form 
| RA et eae Se eea sh caeeiilipe ah Le Oy ar ae EP a hr ee 2.50 
= 


6209 Misses’ Brown Kid 6206 Misses’ All Patent 


Wing Tip Oxford, Wing Tip Oxford, 
McKay, D-E, 11% McKay, D-E, 11% 


to 2, English Last to 2, English Last 


sete e nena ees 2.50 sibibiee eee | 
English Last 
WE MIGHT REMARK THAT THE PATENT STOCK AND 
x 






THE BROWN KID USED IN THE ABOVE SHOES ARE OF 
FIRST GRADE QUALITY AS WELL AS THE SOLES, FIT- 
TING AND GENERAL APPEARANCE 


WEIMER, WRIGHT & WATKIN CO. 


MANUFACTURERS 
PHILADELPHIA 3oo*oeonp sr 


= ee 
































PENN NT 


Snap and Go are not lost sight 
of in Barker Brand Shoes. 


A work shoe must be strongly 
constructed, fit properly and 
yet possess character. 


For this reason, this Chocolate Bark shoe 
appeals to the wearer. 


— 
a 
— 


It is a profitable number for the retailer. 


HUNTINGTON SHOE AND.LEATHER CO. 


HUNTINCTON, INDIANA. 
Makers of 


BARKER BRAND SHOES GOOD FOR BAD BOYS SHOES 
FOR MEN FOR BOYS 
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DESCRIPTION 
Black Patent Vamp 


F. B. & C. No. 88 Field Mouse Kid Top 
: 9 inch, 34 Fox, Celluloid Covered Heel 
- Three inch Old Rose Satin Top Facing 
Cush-Flex McKay Process 


Tw WY 


THE JOHN FENTON SHOE MFG. CO.° = 
COLUMBUS, OHIO ; 





es, 
S of Hendrick Hudson 





Rillikeaw. 


If Hendrick Hudson had possessed a few pairs of 

Billikens instead of a varied assortment of gew-gaws, 

he would have owned all of New York State, instead 
of Manhattan Island. 


Billikens will do more to put dollars into 
your cash register than anything you 
can put into your store. They have 
opened up a new land of foot-freedom 
to American kiddies and set the pace 
for snappy shoe sales. 


Write or wire for Billiken Booklet today. 


MSElroy Sloan 


Saint Louis 
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DONT LET THEM TELL 
YOU DIFFERENT 


SURE-SHOT STOCK SERVICE 


Is Probable, 


“Shoes, not Talk,’ is the slogan and we 
are coming across in good shape. Oc- 
casionally, there is a slight delay on a 
style or two—but only in an emergency. 
The point in case is, you must not lose 
sight of our desire to help every retailer. 
There are so many responding to the 
offer, it is fair to expect that the demand 
will run ahead of the supply, as big as we 
have already made it. 


So if you show us the slightest co-opera- 
tion, we can give satisfaction by smooth- 
ing out the little hitches—that come up in 
the best regulated plants and systems— 
at the most in a few days. 


In fact, we are working harder than ever, 
as our ambition is set on perfecting what 
we call our “Dual Service.” It is needed 
for future business. Retailers will buy a 
basic minimum supply for each season, in 
advance, from the factory, and the re- 
mainder from stock as sales permit correct 
determining of demand. 


Even if one’s resources are large, compe- 


Barring Ordinary Human Imperfections 


tition will compel this careful merchan- 
dising. As always, we are out early to 
help the work along, now especially that 


every one is feeling his way and relying 


more on stock goods. 


We appreciate it is no easy task to feature 
over 130 numbers in-stock; same day 
shipments; real ‘salable numbers to 
match the average run of styles. But we 
have and will make good. 


In fact, the success we have already had 
is more pleasing when we consider that 
no one we know of has attempted to 
undertake anywhere as near a similar serv- 
ice in our grades of dress welts. Coming 
to think of it, our stock department dis- 


‘tributes (our own make).as many pair a 


day as most other manufacturers in our 
lines make for all purposes—3,000. 


Right now we are making 90 per cent 
same day shipments. 

Just as soon as we can correctly dope out 
the average “Peace Time” demand, we'll 
make few misses from numbers that 


“LOOK LIKE SHOES WHICH 
MIGHT COST MUCH MORE” 


Be sure you have a copy of our new 1919 In-Stock Catalogue. 


It explains one of two 


services which have given this house unrivalled popularity in the short period of six 


years. 
with us? 
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THE LAST WORD 


in Style and Value 


Women don’t fear windy days for they 
know that their snug-fitting lace shoes 
look well. They have reason to be proud 
of their trim ankles. The lace shoe 
vogue is here to stay. And its tremen- 
dous popularity was matertally aided in 
the use by manufacturers of Diamond 
Brand Fast Color Eyelets, incompar- 
ably the best in the world. They 
never become brassy. They will 
outwear the shoe and always 
permit of tight lacing for that 

desirable fit. 


Dealers know the advantages 

in selling lace shoes. No ad- 
justment is required as with buttons. Sales 
are quicker, easier; customers stay pleased. 
The Diamond on the eyelet tells dealers 
and customers alike that the manufac- 
turer has given them the best—the 
Fast Color Eyelet. 
Be sure to insist with every lace shoe 
order that Diamond Brand Fast Color 
Eyelets are used. 


If the little Diamond appears on the top 
of each eyelet, then, and only then, are 
you getting what you are asking for. 


UNITED FAST COLOR 
EYELET CO. 


Boston, Mass. 
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ISING higher and higher 
in the average of men’s 


shoe sales are those which may 
properly be termed “Stylish 
Footwear.” 


Where before ‘‘ quality” stood 
almost alone in the selection of 
dress shoes, today the demand 
is for both ‘quality’ and 
‘style’ —in many instances the 
“style” element proving to be 
the deciding factor. 


“*White House Shoes’”’ 
For Men 


made of the very best leathers, 
in all of the new and popular 
atterns, are a thorough com- 
Rioaien of both “quality” and 
“style” in their highest forms— 
neither being sacrificed at the 
expense of the other. : 


A careful study of our new 
complete Catalog No. 45, copy 
of which will be sent you on 
request, will convince you that 
these shoes are absolutely right 
and that they will make money 
for the stores featuring them 


Fry) 





Manufacturers 


WwSws Qaos Gouge, 


“White House Shoes” for men, ‘‘ Maxine Shoes” for women, “‘ Buster 


Brown Shoes” for boys—for girls and “ Blue Ribbon Service Shoes” 


St. Louis, U. S. A. 
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|The Shoe that Jack Built | 


Western Made 














IN STOCK 


Streamline Last 
Stock No. 1000 


PATTERN—Long Vamp Bal. 
UPPER—Cordo Calf. 


OUTSOLE—Oak, single, chan- 
neled, light oak finish. 


Blind Eyelets 
Lined Tongue 


Sizes .. « §to ll 
Widths . . AtoD 


ee 


A snappy young man’s shoe 
in the popular color on a 
splendid fitting last. 








We Manufacture a 
Line of Men’s 
Medium Priced 
Dress Welts 


The shoe illustrated 1s one 
of a family of 14 carried 
in stock and is also a sample of 
one of 75 styles we make at prices 
ranging from $4.25 to $6.50. 





If you are looking for a 


line of Men’s Shoes with 
real snap to them and which are 


honestly made to give satisfactory 


service, this advertisement is meant 


for you. 





A catalog is awaiting your request. 


MARION SHOE CO. 


MARION, IND. 
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We’ve Solved 
the Problem 


of how to produce stylish, 
well made, serviceable foot- 
wear that can be sold ata 
moderate price. 


M-C-McKays have every bit 
as much style as _ highest 
priced footwear, and made 
as they are, from select 
leathers—and with true 
Lynn shoemaking = skill— 

they invariably create 

sales and resales. 


They will solve your 

problem — keep your 
( *§ business thriving and 
y~ . your customers con- 
tented. 





Write Us 
Without 
Delay 


MITCHELL- CAUNT CO. 


FACTORIES LYNN, MASS. BOSTON OFFICE+72 LINCOLN ST. 
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It’s the shape of Educators 


Nature rebels against shoes that are not shaped to permit the 
feet full freedom. Consumers have learned to their sorrow 
and with infinite pain that pointed shoes do not co-operate 


with nature. 
The growth in the sale of Educators points unmistakably to 
their approval by the public. 


Distributing Houses: 


The Rice & Hutchins The Rice & Hutchins 
New York Company Baltimore Company 
The Rice & Hutchins The Rice & Hutchins 
Atlanta Company Chicago Company 
The Rice & Hutchins The Rice & Hutchins 
Cleveland Company Cincinnati Company 
The Rice & Hutchins The Atlas Shoe Company 
St. Louis Shoe Company Boston, Mass. 

oseph I. Meany & Co., Inc., 

hiladelphia, Pa. 


Rice & Hutchins, Inc. 
20 High St., Boston, U.S.A. 














